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AT A.B.A. HEADQUARTERS: The 80th annual convention is the big news (See page 37) 


This Month: 


TITLE I OR CONVENTIONAL IMPROVEMENT LOANS? by Morton Bodifish 


HOMER LIVINGSTON—AS BANKER AND A.B.A. LEADER by Henry J. Boone 


THE SMALL BUSINESS ADMINISTRATION PROGRAM by Wendell B. Barnes 
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Meredith C. Jones 
Sr. Vice-President 


James P. Hickok 
Exec. Vice-President 


“Wm. A. McDonnell 
President 





Frank Fuchs 


Vice-President 


Carroll F. Burton 


John F. Hallett 
Vice-President 


Vice-President 


W. R. Mesenbrink 
Vice-President 


Wm. Moeller 
Vice-President 


Leonard J. Schrewe 


Harry L. Smith 
Vice-President 


Vice-President 


The officers at First National Bank 
in St. Louis, pictured above, will 


They’re looking forward to seeing 


you there... to exchanging ideas 


attend the 80th annual American ... making and renewing friend- 


Bankers Association convention ships. So let’s get together in 


in Atlantic City, New Jersey, Atlantic City! 
October 17-20. a 
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Hurricane **Carol’ 


Sirs: I thought you might be inter- 
ested in a special display that ed 
in our Phenix Office following * 
of Hurricane “Carol” and t 
August 31. 

The waters had receded from ._ sx- 
foot level in the downtown area, includ- 
ing the front window of the Phenix Office, 
which is normally used for window dis- 
plays, when a vase of flowers and a hand- 
lettered sign appeared. It read: 


Though our money may be damp 
And our business run by lamp, 
You can beat old Carol’s gust 
With a loan from Hospital Trust. 


This lighter touch, which gave every- 
body a lift, was the brainchild of Clar- 
ence H. Gifford, Jr., vice-president and 
manager of the Phenix Office, assisted by 
Vice-President Russell Peabody. 

WARREN O. EVANS, JR., 

Advertising Department, 

Rhode Island Hospital Trust Company, 

Providence 1, Rhode Island 


+ * * 


Timber Cat 


Sirs: We are sending a picture show- 
ing thé presentation by our bank of a 
timber cat tree planter to Duval County, 
Florida. 

The presentation was made by our 
chairman of the board, W. R. McQuaid, 
in the interest of furthering reforesta- 
tion and soil conservation. The rapid de- 
velopment of the paper industry in the 
stat2, Mr. McQuaid said, makes it in- 
creasingly important that every assist- 
ance be given to farmers in developing 
reforestation as an income-producing 
asset. 

Shown in the picture, from left to right, 
are Mr. McQuaid, County Commission 
Chairman Joseph B. Mallard, and Frank 


Hills, county representative of Florida 
Forest Service. 
S. H. FIFIELD, Vice-President, 
The Barnett National Bank, 
Jacksonville 1, Florida 


« ° * 


Fast Transit Service 


Sirs: Commerce Trust Company of 
Kansas City, Missouri, announces the 
fastest air mail service from airport to 
bank in the United States. Through spe- 
cial arrangements made with the Postal 
Transportation Service, the bank will 
pick up and deliver air mail at the air- 
port. This operation eliminates handling 
by the Kansas City Post Office and will 
save hours of time in processing the large 
volume of air mail handled by the transit 
department of the bank. The Kansas City 
airport is just 6% minutes from the bank 
and as much as 4 hours in delivery time 
is saved through this new, stepped-up 
transit service. 

E. J. FLINN, Vice-President, 

Commerce Trust Company, 

Kansas City 10, Missouri 


* ° ° 


Television Election Party 


Sirs: As an experiment, our bank 
sponsored a television election party for 
the Democratic Primary in Arkansas on 
August 2. 

The party was held in the ballroom and 
lob.y of the downtown Marion Hotel, 
which is known as a convention and po- 
litical center for the state. Notices and 
invitations were sent to all banks within 
a 100-mile radius and the public was like- 
wise invited. Both the television studio 
and the bank gave the party wide pro- 
motion. 

A complete televising operation was set 


Bank promotes reforestation as farm income producer 
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up in the hotel, including three portable 
cameras. Large tally boards backed up 
the station’s Ace newscaster as the re- 
sults came in, precinct by precinct, and 
as he introduced successful and unsuc- 
cessful candidates. A roving interviever 
put scores of “Jonn Jones” and their fam- 
ilies on television and large placards re- 
minded everyone that it was a First 
National party. Short commercials point- 
ed up features of the bank’s new building 
to open soon and several publice service 
spots were handled, such as the promo- 
tion of sports events. 

The experiment was a smashing suc- 
cess. Between 4,000 and 5,000 people 
jammed the hotel from 7 p.m. to 1:30 a.m. 
when all contests were finally settled. 
Letters and compliments are still being 
received at the bank, some 30 days after 
the party was held. 

B. F. VINSON, 

Assistant to the President, 

The First National Bank, 

Little Rock, Arkansas 








CLEO F. CRAIG 
President of the American Tele- 
phone and Telegraph Company. 
Started as an equipment man in 


St. Louis in 1913 at $15 a week. 





JOHN A. GREENE 
President of The Ohio Bell Tele- 
phone Company. Started as a 
contract clerk in Chicago in 1914 

at $50 a month. 







FREDERICK R. KAPPEL 
President of the Western Elec- 
tric Company. Started as a 
groundman in Minneapolis in 
1924 at $25 a week. 


DR. MERVIN J. KELLY 

President of the Bell Telephone 

Laboratories. Started as a phys- 

icist in New York in 1918 at 
$40 a week. 


JAMES B. MORRISON 
President of Chesapeake & Po- 
tomac Telephone ». Started 
as engineering assistant in Wash- 
ington in 1925 at $27 a week. 








ALLERTON F. BROOKS 
President of The Southern New 
England Telephone Co. Started 
as engineer’s assistant in New 


Haven in 1911 at $12 a week. 


HARRY S. HANNA 
President of the Indiana Bell 
Telephone Company. Started 
as an engineer in Cleveland in 

1922 at $57 a week. 









EDWIN M. CLARK 
President of the Southwestern 
Bell Telephone Company. 
Started as an installer in New 

York in 1923 at $30 a week. 


JOE E. HARRELL 
President of the New England 
Telephone and Telegraph Co. 
Started as a clerk in Atlanta in 
1913 at $14 a week. 






SANFORD B. COUSINS 
President of the Northwestern 
Bell Telephone Co. Started as 
a traffic student in New York in 

1920 at $30 a week. 


WILLIAM A. HUGHES 
President of the New Jersey 
Bell Telephone Co. Started as 
a groundman in Kansas City, 
Mo., in 1917 at $60 a month. 


Up from the Ranks 


These are the presidents of the companies in the Bell 


System. They all started in the ranks. 


Seventeen years ago the Bell System first published 
an advertisement like this. But there is a big difference 
today. Every one of the faces is new. 


All of these presidents, like those before them, have had 


wide telephone experience—an average of 34 years in the 
Bell System and 18 years in upper management positions. 


The Bell System is an up-from-the-ranks business and it 
aims to keep the opportunity for advancement open to all. 
This has been true of the telephone business for many 


years and it is nowhere better illustrated than in the 
careers of the men who serve as presidents of Bell System 





companies. 


BELL TELEPHONE SYSTEM 





CLIFTON W. PHALEN 
President of the Michigan Bell 
Telephone Company. Started 
as a lineman in Syracuse in 

1928 at $30 a week. 





MARK R. SULLIVAN 
President of The Pacific Tele- 
phone and Telegraph Company. 
Started as a clerk in San Fran- 

cisco in 1912 at $50 a month. 





FRED J. TURNER 
President of the Southern Bell 
Telephone and Telegraph Co. 
Started as a clerk in Atlanta in 

1907 at $18 a month. 







WILFRED D. GILLEN 
President of The Bell Telephone 
Co. of Pennsylvania. Started as 
a clerk in Philadelphia in 1923 
at $27 a week. 


WILLIAM V. KAHLER 
President of the Illinois Bell 
Telephone Co. Started as an 
engineering assistant in New 

York in 1922 at $25 a week. 


WALTER K. KOCH 
President of Mountain States 
Telephone & Telegraph Co. 
Started as traffic student in Den- 

ver in 1923 at $100 a month. 





KEITH S. McHUGH 
President of the New York Tele- 
phone Company. Started as a 
clerk in New York in 1919 at 
$35 a week. 





CHARLES E. WAMPLER 

President of the Wisconsin Tele- 

phone Company. Started as a 

traffic student in Chicago in 1929 
at $130 a month. 
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TRENDS IN FINANCE 





Invasion from Abroad 


This year the American banking sys- 
tem seems to be coming in for consider- 
able first-hand scrutiny from abroad. In 
increasing numbers, bankers from other 
countries are journeying to the United 
States to study policies and techniques 
relating to operations, credit, and bank 
management. 

One noteworthy instance has been a 
group of Danish bankers who have trav- 
eled. entirely across the United States in 
order to gain a better knowledge of 
American methods in handling instalment 
credit. 

“On the threshold.” Their group expe- 
dition helps to bear out a recent state- 
ment that many European nations are 
“on the threshold of a merchandising 
revolution sparked by consumer instal- 
ment credit.’”” This was the observation 
of Arthur O. Dietz, president of one of 
America’s foremost consumer financing 
organizations, C.I.T. Financial Corpora- 
tion. He noted that Denmark just re- 
cently passed its first consumer credit 
law, England has removed credit con- 
trols, and other countries such as Bel- 
gium and Western Germany are expand- 
ing the use of instalment An 
recognizing it as a vital prop to their 
economies. In discussing the subject with 
government and business leaders in Paris, 
Mr. Dietz explained that the American 
high standard of living rests on three in- 
dependent systems: mass production, 
mass distribution and mass financing. 
As to the last named, he sees several 
European nations in the same position 
as the United States was in the early 
1920’s, but he adds that significant prog- 
ress in this field has been made in the 
past few years. 

Some stopping points. During the 
course of their U. S. trip, the Danish 
bankers included a visit to the C.I.T. 
headquarters in New York City. In a 
view below, L. W. Lundell, (left), presi- 








Foreign group at Wachovia Bank 


Farm credit operations studied 


dent of Universal C.I.T. Credit Corpora- 
tion, car financing subsidiary, uses mod- 
els to show revolutionary progress in 
auto design to Gunnar Holm (center), 
manager, Aktieselskabet Vejle Bank, and 
Otto B. Nielsen, manager, Holbaek Amts 
Sparekasse. The companion illustration 
below depicts the entire group of nine 
Danish visitors during the course of a 
trip to Long Island, where they primar- 
ily studied the charge account credit 
service inaugurated by the Franklin Na- 
tional Bank of Franklin Square. Edward 
M. Donohue (center left), president of 
Charge Plan Corporation, Rockville 
Centre, is shown welcoming Andreas 
Moller, president of the Danish Bankers 
Federation. Mrs. Irma S. Robins (right), 
public relations officer of the Franklin 
National, toured the group through the 
bank. 

Danish observations. Commenting on 
their findings by the time the group 
reached the Security-First National 
Bank of Los Angeles, Richard O. Kaes- 
tel, vice-president, Commercial Bank of 
Copenhagen, stated that the Danish sys- 
tem of instalment credit is quite differ- 


ent from that which he observed in 
America. 

“Most of our instalment credit in Den- 
mark is extended to retailers on a full 
recourse basis, with only occasional loans 
to individuals,” Mr. Kaestel pointed out. 
‘“‘We do not, at least for the present, have 
the organizations and information to 
do the research on individual credit ap- 
plicants which is so widely done in your 
country.” 

Frede Hollense, section chief of Den- 
mark’s National Bank, added that finan- 
cial institutions in his country usually 
handled instalment credit through affil- 
iated companies rather than by operat- 
ing their own departments. Also, he ex- 
plained that the credit emphasis is on 
security rather than the character and 
standing of an individual as in the Unit- 
ed States. ‘‘We prefer collateral to the 
extensive research on individuals which 
you have perfected,” he told Security- 
First officials. 

Besides the aforementioned Danish 
officials, the study group included two 
other bankers: Mads Thomsen, section 
chief, Central Organization of Danish 
Savings Banks, and Einar A. H. Toft, 
vice-president, Aalborg Diskontobank. 

Farm credit studied. Meanwhile, an 18- 
member group of bank officials and oth- 
ers from nine foreign countries and sev- 
eral U.S. territorial possessions spent two 
weeks in North Carolina studying and 
discussing agricultural credit. The group 
included foreign bank relations directors, 
agricultural loan officers, supervisors of 
credit cooperatives, government research 
representatives, officials in the ministry 
of economic affairs, and general inspec- 
tors in the ministry of- agriculture and 
forestry. During the course of their visit, 
they were guests of Wachovia Bank and 
Trust Company in Winston-Salem, for an 
all-day program and conference. An ac- 
companying view shows Wayne Corpen- 
ing (standing, at extreme right), of 
Wachovia’s agricultural staff, explain- 


Danish bankers visit U.S. to learn American methods of handling instalment loans 


At C. I. T., a look at “bygone days” 
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On Long Island, they learn about charge account credit service 











ing the schedule of tours and conferences 
set up for the group. Left to right, 
standing, are Rolf Ajodha Parsad of 
Trinidad and Roberto J. Rivero Montes 
of Cuba. Seated, from left, are Fernan- 
do Caceres of Bolivia and Stanton Alvax 


Adams of British Guiana. Other coun- 
tries represented included Greece, Indo- 
nesia, Italy, Mexico, the National Gov- 
ernment of the Republic of China, Nica- 
ragua, and Panama. 

From Indonesia. A more comprehensive 
program of study is the six-month train- 
ing period which three Indonesian bank- 
ers are undergoing at the First National 
Bank of Minneapolis. They are branch 
managers of the Bank Rakjat Indonesia 





(People’s Bank), which has 113 branches 
throughout the island chain. During their 
half-year stay at the Minneapolis insti- 
tution they are being given an opportu- 
nity to work in virtually every depart- 
ment, under a carefully-arranged sched- 
ule designed to emphasize operations, 
credit and bank management. In an ac- 
companying illustration, from left, R. D. 
Fuller, safe deposit manager, is demon- 
strating the workings of a modern vault 
door to Rd. Eddy Prawira deNata, Wil- 
liam P. Laird of the First National’s per- 
sonnel staff, Mr. (no first name) Pintoso 
and Jansen M. M. Pandjaitan. 

All three Indonesians are veteran 
bankers, university graduates, and they 





MUTUAL FUNDS 





pevestors 


MUTUAL, INC. 


Sovestos 


SELECTIVE FUND, 
INC. 


Sovestors 


STOCK FUND, INC. 


An open-end management type mutual 
fund diversifying its investments among 
common stocks, preferred stocks and 
bonds 


An open-end management type mutual 
fund diversifying its investments among 
bonds, preferred stocks, and other senior 
securities. 


An open-end management type mutual 
fund diversifying its investments among 
common stocks and other equity securities. 





LIWCIOAFS 


SYNDICATE OF 
AMERICA, INC. 


* 


must be given to the buyer. 





CG FACE AMOUNT CERTIFICATE COMPANY 


A face amount certificate company issuing 
installment certificates having 6, 10, 15 
and 20 year maturity values and fully paid 
face amount investment certificates. 


This is not an offer to sell these securities. They are subject to 
the registration and prospectus requirements of the Federal Se- 
curities Act. Information about the issuer, the securities and the 
circumstances of the offering is contained in the prospectus which 


Prospectuses relating to the shares of capital stock or certificates 
of the above companies may be obtained from the national dis- 
tributor and investment manager, Investors Diversified Services, 
Inc., Room 306, Roanoke Bldg., Minneapolis 2, Minnesota. 


* * 




























Six months’ training in U. S. bank 


From Indonesia to Minneapolis 


speak English. Their bank, originally 
established in 1923, was reorganized 
after World War II when the country 
became independent. It is offering credit 
at reasonable terms to farmers and mer- 
chants, whereas more than 90 per cent 
of the money loaned in Indonesia in- 
volves high rates ranging up to several 
hundred per cent. One of the key fac- 
tors in the planned growth of the coun- 
try is the development of a sound bank- 
ing system. Plans are underway at the 
People’s Bank to open an additional 100 
branches within the next two years, to 
provide needed banking services to many 
more Indonesians. It is anticipated that 
the tPaining the three branch managers 
are receiving at the First National Bank 
of Minneapolis will enable them to adopt 
certain American banking practices for 
use in Indonesia when they return to 
their native country. 

Government support. The financial “‘in- 
vasions” have the active support of the 
U.S. government. The Danish visit, for 
example, was arranged by the Bureau of 


| Foreign Commerce, U.S. Department of 


Commerce, while the International 
Branch, Bureau of Apprenticeship, U.S. 
Department of Labor, and the Foreign 
Operations Administration under Harold 


| Stassen, both had a hand in the Indone- 


sian arrangement. 


° ° 4 


A “Recession-Proof”? 


| Money Supply? 


The upward trend of the money supply 
from mid-1953 to mid-1954, as contrast- 
ed with its usual downward movement 
during a recession, suggests to the Fed- 
eral Reserve Bank of Cleveland that the 
money supply may have become more 
“recession-proof” and thus have devel- 
oped into a stabilizing element in the 
economy. It’s a happy possibility, even 
though the evidence may not be conclu- 
sive. 

Traditionally, the money _ supply 
(largely demand deposits of commercial 
banks, plus currency outside banks) has 
been considered inherently unstable. It 
is- usually reasoned that declining pro- 
duction and employment will be accom- 
panied by a contraction of bank loans 
and deposits; as the money supply de- 
clines, expenditures will be reduced still 
further in a continuing downward spiral. 
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Financial institutions are invited to 


avail themselves of our services. 
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facts and information 

on field warehousing is 
offered to bankers 
without charge. It contains 
42 pages of useful 
information including the 
entire text of the 

Uniform Warehouse 
Receipts Act and dozens 
of testimonials from 
bank customers who have 
used field warehousing 
to supplement working 
capital. 


Mail the coupon today. 
Discover new ways 

to attract customers and 
build business and 
profits for your bank. 
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This view has been supported by consid- 
erable historical evidence in past periods. 

However, in recent years several fac- 
tors have emerged to make the volume 
of bank deposits less dependent on bank 
loans, and to make bank loans less sub- 
ject to cyclical shrinkage. 

Asset change. One is the growth of 
Federal debt as an investment medium 
for commercial banks, which helps to 
compensate for cyclical loan fluctuations. 
There is now a tendency for bank hold- 
ings of loans and U.S. Government secu- 
rities to move in a mutually offsetting 
manner, giving greater stability to the 
part of the money supply represented 
by demand deposits. 

Moreover, bank loans themselves seem 
to be less subject than formerly to eco- 
nomic fluctuations, particularly in the 
downward direction. Bank portfolios 
contain a larger proportion of real estate 
loans, term loans to business, and con- 
sumer instalment loans which have a 
longer contractual maturity than the tra- 
ditional short-term business loans likely 
to be called in a recession period. The 
chance of a major contraction of loans in 
response to falling business activity has 
been thereby reduced somewhat. 

The trend traced. During the 1937-1938 
recession, adjusted demand deposits fell 
by 3.6 per cent. In the 1948-49 down- 
turn, demand deposits registered the 
usual decline in a recession, but by a 
slight amount—only 0.9 per cent. In the 
1953-54 downturn, demand deposits ac- 
tually rose by 1.4 per cent to mark what 
the Federal Reserve Bank of Cleveland 
calls “fa potentially new path in the be- 
havior of the major part of the money 
supply in recession periods.” In compar- 
ing the three fecessions, it notes a small 
but clearly discernible trend toward 
a money supply that is able to resist 
contraction in a period of economic 





downturn. An accompanying chart 


In 1953-54 recession, money supply trend is stabilizing factor 


shows the contrast in the dollar move- 
ment of demand deposits during the re- 
cessions of 1948-49 and 1953-54. 

Not entire answer. However, the reserve 
bank warns that increased money supply 
stability is far from a complete remedy 
to the business cycle problem. Adequate 
liquidity in the economy is not in itself 
a sufficient condition for the maintenance 
of high-level production and employ- 
ment. Spending decisions of individuals 
and business firms are influenced by 
many other forces than the supply of 
money and the availability of credit. 

Also, while basic forces at work seem 
to point in the direction of a more “re- 
cession-proof” money supply, the evi- 
dence to date does not apply to the 
circumstances of a major depression, al- 
though it can be hoped that the stabiliz- 
ing factors outlined would at least mod- 
erate any downturn in the money supply 
during a period of drastic contraction of 
general business. 


° ° Sd 


A.M.A. Finance Conference 


Stockholder relations, financial plan- 
ning and control, and interest rates will 
be among the principal topics discussed 
at the American Management Associa- 
tion’s annual finance conference Nov. 
3-5 at the Hotel Roosevelt, New York 
City. More than 600 corporate financial 
executives from all parts of this country 
and Canada are expected to attend the 
meeting. 

A full afternoon will be spent discuss- 
ing improvement of financial and stock- 
holder relations. A four-man panel will 
take up such questions as what kind of 
information to give security analysts and 
a stockholder relations program for the 
small company. 

In another half-day panel session top 
financial executives of Continental Can 


Burroughs Clearing House 


panes yee 


5 i 
; 


‘ 
< 
aa 
wm 
se 
= 
(4 
= 
= 
2 
cr 
& 
o 
= 


Outside the International Building in New York’s Rockefeller Center 
stands this great statue of the mythological giant, Atlas, 
bearing on his shoulders the burden of the whole world. 


Unlike Atlas, a large interna- 
tional bank like Chase divides 
the world into many geographic 
zones. Customers’ interests in 
each zone are under the super- 
vision of officers and staff who 
keep well-acquainted with the 
commercial and financial life of 
the areas assigned to them. 
Through overseas branches, 
offices of representatives, and 
reciprocal relations with lead- 
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ing banks in commercial centers 
of the free world, Chase is a 
focal point of banking informa- 
tion and service for world trade. 

Zone officers supplement 
these many sources of informa- 
tion by frequent travel. Thus 
they keep currently informed 
and in a position to furnish 
advice and guidance to Chase 
customers with business inter- 
ests in their areas. 


If you have a foreign banking 
problem, why don’t you talk 
to the people at Chase? 


THE 


Chase 


NATIONAL BANK 
OF THE CITY OF NEW YORK 


HEAD OFFICE: Pine Street corner of Nassay 
Member Federal Deposit Insurance Corporation 
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More than 5,000 of 
America’s leading fi- 
nancial institutions pro- 
vide their customers 
with death and/or 
disability protection 
through the specialized 
insurance service of 


OLD REPUBLIC CREDIT LIFE 
INSURANCE COMPANY 


James H. Jarrell, President 


Executive Offices: 
307 N. Michigan Ave., Chicago 


Regional offices—coast to coast 


OLD REPUBLIC. 


America's largest company writing 


consumer credit insurance exclusively 
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Company will describe that firm’s system 
of financial planning and control, includ- 
ing budgeting, accounting and cost con- 
trol, and the relationship of financial 
planning and control to industrial engi- 
neering. 

Trends in interest rates will be fore- 
cast by Norris O. Johnson, assistant vice- 
president, National City Bank, New 
York. Other sessions will include sugges- 
tions on how to finance and advise deal- 
ers, and how to utilize government aid 
and counsel in financing foreign opera- 
tions will be discussed by John H. Stam- 
baugh, assistant to the special consult- 
ant to the President of the United States. 
What heads of other departments need 
from financial executives will be the 
topic of a panel discussion; it will sug- 
gest information the financial officer 
should give sales, manufacturing, and 
top management, and ways of organizing 
the financial department for efficient re- 
porting. 

Speaker at the concluding luncheon 
November 5 will be Dr. Gordon W. Mc- 
Kinley, chief economist, Prudential In- 
surance Company of America, Newark, 
New Jersey. He will sketch the economic 
climate ahead, indicating the key factors 
to watch. 

Other conference subjects will include 
coordinating budgets with forecasting, 
the impact of the new tax law on cor- 
porate operations, and financial aspects 
of diversification. 
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Money Rates Up Again? 


During the year from mid-1953 to 
mid-1954, the money markets witnessed 
one of the most dramatic reversals of 
modern credit history. Starting from a 
base of extreme hardness, the money 
markets turned about and moved rapidly 
toward softness and ease. Although this 
was first reflected in short-term money 
rates, the change was soon felt in all sec- 
tors of the market. Short-term yields 
dropped about 1% percentage points; 
long-term yields declined more than 
% of one percent. 


Federal Reserve policy played a lead- 
ing role in this change. The System 
changed its policy of restraint to one of 
“active ease.” But the change in policy 
was fully supported by natural economic 
developments. The demand for money 
lost its hard edge; the supply of savings 
coming to the market continued large. 
Free markets and official policy worked 
in the same direction. 

But in the summer of 1954 money 
rates once more changed direction, at 
least in a modest way. Treasury bill 
yields increased from % of one per- 
cent to more than one percent. So far 
long-term yields have responded far less 
but the change has been more than triv- 
ial. In early September Treasury bond 
prices were down a full point from their 
early summer highs. 


Has “Fed” Policy Changed? This hard- 
ening of money rates has been accom- 
panied by large Federal Reserve open 
market sales. The System account in 
early September was 1% billions of 
dollars below its level in the early part 
of the summer. Ordinarily such sub- 


stantial sales might seem to be evidence 
of a change in Federal Reserve open 
market policy. “Active ease” might be 
thought abandoned or at least greatly 
moderated. 

But several considerations suggest 
that this would be a premature conclu- 
sion. The Federal Reserve System indi- 
cated in one of its Patman questionnaire 
replies that money market ease could be 
overdone. Beyond a certain point low 
money rates cease to be an important 
stimulus to business activity and they 
become more a drag on the earnings of 
financial institutions. 

It is not at all unlikely that the Fed- 
eral Reserve authorities decided that ease 
in the money markets had gone too far. 
Excess reserves were accumulating in 
middle-sized and smaller banks without 
benefit to the economy as a whole.. The 
Federal Reserve bill sales could be 
viewed as an effort to induce the fuller 
investment of funds by these banks; a 
sort of effort at bringing the System in 
closer touch with the whole banking sys- 
tem. 

Straws in the wind. This argument does 
not rule out the possibility of a real 
change in Federal Reserve policy. But it 
argues that such a change will more like- 
ly come when the business picture has 
been clarified. At the moment many 
observers of business conditions seem to 
hold the view that the recent recession 
has been halted. But very few seem to 
think it has been cured. Business condi- 
tions are no longer getting worse, but 
they are not yet really recovering. 

If this view is shared by the Federal 
Reserve heads, they might conclude that 
a condition of extreme ease in the money 
markets was no longer appropriate. For 
strategic reasons they want to be pre- 
pared for such changes as take place. It 
can be argued that a slight firming of 
money rates now would be helpful even 
if the drop in business activity should be 
renewed in the near-term future. A re- 
vival of credit ease would start from a 
higher level of money rates, and, for a 
given volume of credit action, would 
have a more striking and dramatic effect 
on the feelings of the market. On the 
other hand, if inflationary developments 
should emerge, the System could start 
operating with less slack in the credit 
system. 

In other words, a change in Federal 
Reserve policy—if it is to come— is prob- 
ably still in the future. If the fall months 
present a clearer picture of the business 
scene the change may come. But the evi- 
dence should come before the act. 
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Brief for Big Business 


Some extremely effective rebuttals to 
charges of monopoly and other evils of 
“Big Business” are contained in a prize- 
winning series of ads by Basic Refrac- 
tories, Incorporated, which strangely 
enough is a smaller enterprise serving 
the steel industry. 

Instead of generalizing on the subject, 
each ad in the series cites illustrated 
examples of specific benefits that only 
big business can provide. On the finan- 
cial front, one of the messages portrays 
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If we sold it... 
this would be a “BEST SELLER” 


Back in 1932, we began to issue the booklet shown 


above. Our purpose was to provide our 
correspondent banks and other customers with an 
up-to-date reference on interest rates, yields, 
maturity dates and redemption values of United 
States Government Securities. 


Each issue gives data not only on current series 
of Savings Bonds and other government securities, 
but on interest rates and yields of discontinued 
series and revised rates on current series as well. 
The information contained is not available from 
any other single source, so far as we know. 

Initial distribution of the booklet outside of 
Mellon Bank was quite limited. But today, copies 
go regularly each quarter to more than 1,600 
of our correspondent bank friends and bank 


customers in forty-five of the forty-eight states. 


During the twenty-two years of its publication 
we estimate that approximately 775,000 copies of this 
booklet have been distributed—enough to place it 
well up on the “best-seller” list among financial 
publications. 


But we can’t literally call the booklet a “‘best 
seller’, because it is distributed without charge toour 
correspondent banks, other customers and friends. 
It is just one more example of our belief that the 
help we offer correspondent banks can and should 
go far beyond merely routine services. 


* * * 
Tf you do not now receive our booklet, ‘United States 


Government Securities’, we will be glad to send it regu 
larly upon request. 


MELLON NATIONAL BANK AND TRUST COMPANY 


PITTSBURGH 


CAPITAL $60,100,000 
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Help for the financial officer seeking to “catch up” with extensive tax changes 


the roles played by big banks in provid- 
ing large-scale loans needed for a huge 
steel expansion program, a 300-unit 
apartment housing development, a great 
shopping center, and mammoth wheat 
ranches. 

Similarly, the need is cited for truly 
big insurance companies, to provide long- 
term loans running into the millions, 
and insurance protection involving huge 
sums. 

Other ads in the series single out the 
vital role played by big business in such 
industries as steel and chemicals; point 
out how huge mass production enter- 
prises have put many “little fellows” in 
business, as suppliers; and cite the exist- 
ence of intense competition in refuting 
any monopoly charges. 

Copies of the 13 ads, in booklet form, 


are available from Basic Refractories, 
Incorporated, 845 Hanna_ Building, 
Cleveland 15, Ohio. 
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Explaining the Tax Code 


Financial officers who need to keep 
abreast of tax developments might well 
moan about “changing the rules of the 
game,” as they attempt to familiarize 
themselves with the Internal Revenue 
Code of 1954, which represents a very 
substantial revision with respect to part- 
nerships, and income taxation of corpo- 
rations, individuals, and trusts and es- 
tates. 

Accountant viewpoint, Likely to be 
found an excellent source of help is the 
special tax issue of the Journal of Ac- 
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countancy, in which 12 of the nation’s 
leading certified public accountants ana- 
lyze various provisions of the new law. 
Included. are articles on estate and gift 
taxes under the new code; income of 
estates, trusts and their beneficiaries; 
accounting procedures and methods un- 
der the new revenue code; the admin- 
istrative provisions for returns and pay- 
ments; the income-tax treatment of part- 
ners and partnerships; tax effects of 
corporate distributions and adjustments; 
business expenses and deductions for 
corporations and individuals; capital 
gains and losses. 

Copies of the special tax issue are 
available from the Journal of Account- 
ancy, 270 Madison Avenue, New York 
16, New York, at 75 cents a copy. 

Especially for banks. The First Na- 
tional Bank of Chicago has prepared a 
19-page handbook which has the advan- 
tage of applying specifically to banks. 
It takes the reader on a step-by-step 
analysis of some of the basic questions 
involved in filling out the various items 
of a corporate tax return, giving exam- 
ples directly related to bank income and 
expense. Another feature is a specimen 
income tax worksheet, in which book 
income is distributed into taxable income 
and income without tax incidence. There 
is also a schedule indicating the tax effect 
of gains and losses on bank sales of 
assets. 

The First National of Chicago strong- 
ly recommends that banks estimate their 
taxes monthly or quarterly, even though 
they may be operating on a cash basis. 
One reason cited is that the amount of 
income subject to tax can influence many 
loan, investment and operating decisions, 
and a bank should throughout the year 
know approximately what the tax will be. 

Authoritative “‘Letter.”” No less author- 
ity than John B. Dunlap, formerly Com- 
missioner of Internal Revenue, is author 
of a new monthly “Tax Letter” that the 
First National Bank in Dallas began 
publishing in September. Mr. Dunlap is 
now a vice-president of the bank. 


Burroughs Clearing House 









The tax bulletin will be issued monthly 
until the subjects of general business in- 
terest in the Revenue Code of 1954 have 
been explained. The initial issue points 
out that the Code is not simply a new tax 
law, but that it replaces all the tax laws 
previously enacted, and is the complete 
tax law of the United States wrapped up 
in one package. As such, it contains 
hundreds of changes, many of them high- 
ly technical and designed to cover situ- 
ations that the average businessman will 
never encounter. The “Tax Letter” will 
discuss only those changes which will 
have a direct bearing on the average 
corporation and the average individual 
businessman, 


Depreciation methods. Thus the first 
issue deals with the subject, “Deprecia- 
tion Allowance,” and discusses the vari- 
ous methods available under the new 
law for determining depreciation deduc- 
tions, giving specific comparison of the 
annual charge-offs on a $1,000 bookkeep- 
ing machine having a useful life of five 
years. One interesting point made in 
this connection is that, under the new 
declining balance method, the total cost 
is never recovered. The amount deduct- 
able in the final year is only 40 percent 
of the remaining unrecovered cost. Un- 
der the sum of the years-digits method, 
while not quite as much is charged off 
the first year, the entire cost is eventu- 
ally recovered. 


The October bulletin will cover the re- 
vised requirements for filing declarations 
of estimated income. 


A.B.A. advice. While published mate-e 
rial such as the foregoing can make a 
helpful contribution to a general under- 
standing of the Code, it is recommended 
that banks consult with their local coun- 
sels or tax advisers in connection with 
specific problems under the new law. 


J. O. Brott, general counsel of the 
American Bankers Association, has stat- 
ed that his office will be glad to assist 
the banks in any possible way, and he 
further suggests that banks advise the 
A.B.A. of difficulties encountered in in- 
terpreting or applying the new Code pro- 
visions. He points out that such infor- 
mation may prove helpful in connection 
with new regulations to be issued by the 
Bureau of Internal Revenue. 
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$2.600 to $1.445.000.000 


One of the leading investment cor- 
porations in the nation, Investors Diver- 
sified Services, Inc., marked its 60th an- 
niversary year by holding open house 
last month in its new home offices in 
Minneapolis. 


I.D.S. was founded in Minneapolis in 
1894 as Investors Syndicate, with $2,600 
in original capital. Based on the concept 
of providing average Americans with 
investment programs suited to their mod- 
est earnings, I.D.S. pioneered the sale of 
investment securities on an instalment 
basis more than half a century before 
the idea was widely adopted. 

Systematic investment. The founder of 
Investors was John Tappan, a young law 
student attending night school while 
working his way. Concerned at the plight 
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A CLEAR PICTURE 


Ir you need the right connections in New York— 
if you want up-to-date information and advice on banking 
requirements overseas—if you want a clear picture of 
conditions and developments here and abroad, your bank 
and your customers will benefit from the correspondent 
banking services of Guaranty Trust Company. 


In addition to serving correspondents in New York, this 
Company offers the facilities of its European branches 
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of New York Capital Funds $395,000,000 
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of small wage earners and self-employed, 
caught in the depression following the 
Panic of 1893, he conceived an accumu- 
lation plan designed to encourage syste- 
matic investment of small amounts which 
would provide a reasonable yield and 
grow over a stated period of years to 
reach a specified lump amount at ma- 
turity. 

Mr. Tappan set up business in one 
small room with only a desk, chair, type- 
writer, and faith in his idea. The face- 
amount investment certificate first of- 
fered is still one of the most widely dis- 
tributed of the securities of the Invest- 


ors Group. Mutual fund shares, also 
purchasable on installment plans, have 
since been added to the investment por- 
grams sponsored by Investors. 

Since I.D.S. was founded in 1894, 
mortgage and construction loans have 
played an important part in the com- 
pany’s growth and earnings. I.D.S. and 
its subsidiaries have financed two out of 
every hundred American homes in the 
postwar period. 

Over 600,000 accounts. Over 60 years, 
the company has grown steadily until 
today I1.D.S. has assets under manage- 
ment of nearly $1% billion. It serves 








CRIME DOESN'T PAY... 
BUT YOU MAY! 


Does your bank carry sufficient protec- 


tion against embezzlement and other acts of 
employee dishonesty? Have you brought 


your coverage at least to the minimum 
recommended by the American Bankers 
Association to meet today’s requirements? 


We invite you to look into the new 


low-cost excess coverage. No obligation, 
of course. 
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with ove bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SAN FRANCISCO « PORTLAND «+ SEATTLE *« TACOMA 


Member Federal Deposit Insurance Corporation 
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more than 600,000 individual accounts in 
nearly every state, Alaska, Hawaii and 
Canada. Securities distributed and man- 
aged by I.D.S. are issued by seven sub- 
sidiary and affiliated companies which 
compose, with I.D.S., the Investors 
Group. They are: Investors Syndicate 
of America, Inc., Investors Syndicate 
Title and Guaranty Company of New 
York and Investors Syndicate of Can- 
ada, Ltd. (subsidiaries); Investors Mu- 
tual, Inc., Investors Stock Fund, Inc., 
Investors Selective Fund, Inc. (affiliates) 
and Investors Mutual of Canada, Ltd. 

Top management of I.D.S., for 29 
years represented by Earl E. Crabb, now 
a director of the company and its retired 
president, is centered in Robert W. Pur- 
cell, chairman of the board, and Joseph 
M. Fitzsimmons, president. 
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Bank Consumer Financing 
on Regional Basis 


Under an unusual five-year agreement, 
the Bank of St. Louis (Missouri) will 
handle consumer financing in 11 states 
for Alside Corporation, Akron, Ohio, 
said to be the world’s largest manufac- 
turers of aluminum siding. 

Instalment paper from Alside distrib- 
utors in the 11 midwestern states will be 
channeled to the Aluminum Credit Cor- 
poration of Missouri, which will be the 
clearing house linking the dealers and 
the bank. The program is expected to 
involve many millions of dollars annu- 
ally. 

Colonial Trust Company of Pittsburgh 
has a similar arrangement with Alside 
on the eastern seaboard. 
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Can the U.S. Economy 
Meet Future Tests? 


There are no serious obstacles in sight 
to interfere with U.S. economic expan- 
sion, 

This is the sanguine conclusion of well- 
regarded Dr. Marcus Nadler, consulting 
economist to The Hanover Bank and pro- 
fessor of finance at New York Univer- 
sity. 

“We have not abolished the business 
cycle,” concedes Dr. Nadler in a 32-page 
booklet in which he scans ‘America’s 
Economic Horizons.” He does believe, 
however, that the demonstrated success 
of the U.S. in controlling cyclical fluctua- 
tions and preventing serious readjust- 
ments in production and employment 
offers assurance -to other free nations 
that the stability and progress of their 
own economies will in the future not be 
adversely affected by developments in 
this country. 

Many factors weighed. Lest the reader 
minimize such statements as merely the 
hopes of a determined or incurable opti- 
mist, it should be noted that Dr. Nadler 
reaches his viewpoint only after a care- 
ful analysis of many important factors © 
in the strength of an economy: produc- 
tive capacity, income distribution, sup- 
ply of savings, the currency and banking 
system, and political environment. 

He notes that U.S. productive capacity 
is substantially higher than at the end of 
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Sees sound basis for growth 


World War II and is steadily increasing. 
So is America’s ability to absorb the out- 
put of goods and services; real wages 
have increased considerably and the up- 
ward trend continues. “In fact,” says 
Dr. Nadler, “the problem confronting the 
United States is not the ability but 
rather the willingness to spend more and 
to save less.” 

Booklet offered. Other factors pointing 
to economic expansion include a strong 
currency, sound and efficient commercial 
banking system, and favorable political 
and social environments, Dr. Nadler as- 
serts. 

Copies of the complete exposition of 
his views, in booklet form, are available 
from the advertising department-of The 
Hanover Bank, 70 Broadway, New York 
15, New York. 


Growth of Development 
Credit Corporations 


How New England bankers and busi- 
ness leaders have pioneered in organiz- 
ing development credit corporations to 
help growing small business obtain me- 
dium and long-term funds is described 
in the Monthly Review of the Federal 
Reserve Bank of Boston. 

Every New England bank has now 
passed legislation authorizing establish- 
ment of the corporations. Nearly 300 
financial institutions have already be- 
come members and have agreed to lend 
the corporations up to $15,000,000, in 
addition to the more than $900,000 of 
equity capital raised by sale of stock to 
business firms and individuals. 

The basic idea behind this program is 
as follows: By pooling a small amount 
of their funds in development credit 
corporations, banks and other financial 
institutions can make credit available 
in cases where they would not be able 
to do so individually. The total amount 
of loans made by the corporations now 
exceeds $3,500,000. 

Almost 47 per cent of eligible com- 
mercial banks in New England have al- 
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ready become members, compared with 
23 per cent of savings banks, 9 per cent 
of insurance companies, 7 per cent of 
building and loan associations, and 2 
per cent of eligible cooperative banks. 
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**Liquid’’ Financing 


Impressed by the rapid growth of the 
pleasure boat and marine engine indus- 
tries, and their potentials for the future, 
the Clinton Trust Company in New York 
City has decided to expand its financial 
services in these fields. As a part of its 
new program, it will make available 
“floor planning” tg assist in the whole- 


sale distribution 0. boats and engines, 
particularly at the dealer level. 

A survey made by Clinton Trust indi- 
cated that many boat dealers have had 
difficulty in obtaining adequate bank 
financing. At the same time, it convinced 
the New York institution that the marine 
business had grown into its “majority” 
and was ready for a boom. 

Clinton Trust has for some time classi- 
fied itself as “New York’s automotive 
bank,” and it has been particularly active 
in the financing of trucks and taxicab 
fleets. One of its branches is in the 
Motor Truck Terminal of the Port of 
New York Authority. The main office is 
at 857 Tenth Avenue, New York 19. 
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still another “first’”’ 
for 18-1! 


AIR MAIL FIELD OFFICE PICK-UP by our 
messenger puts transit mail in our bank in ten 
minutes. Fastest air mail service from airport to 
bank in the United States. Saves as much as four 


This unique service is used by both our day 
and night transit departments to collect your 
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National City’s correspondents call on 

the Bank’s 71 Branches in Greater New York, 
57 Branches overseas, 142 years of banking 
experience, and up-to-date, high speed 
operating departments whenever and 
wherever they can be useful. 


These are all important reasons for- using 
National City as a New York correspondent, 
but National City’s friends agree that 

the most important extra service they get 

is the Bank’s well-trained, seasoned, loyal 
staff. (Including 2,654 members in the 
Bank’s Quarter Century Club with aggregate 
years of service reaching nearly 100,000.) 


National City has long recognized the 
importance of extra training to promising 
staff members. Throughout our organization 
you will find key positions filled by 

officers who came to us from all parts of 
the country and who have taken part in our 
specialized training programs. As a matter 
of fact, our present Chairman, who came 
from Vincennes, Indiana, was a member of 


our College Training Class of 1916. 


So, to help you help your customers 
anywhere in the world, one New York 
correspondent —The National City Bank of 
New York—is ideally equipped with the 
resources, facilities, and trained people 

to assist in any banking problem, 
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EXECUTIVE TRAINEES, many of whom will one day move into 
‘positions of responsibility, are selected for leadership po- 
tential demonstrated on the job or for their academic back- 
grounds. Training consists of a formal course of instruction 
by Bank officers, supplemented by rotation through major 
Domestic and Overseas Departments of the Bank. Here 
George B. Roberts, Vice President and co-editor of the 
Bank’s Monthly Economic Letter, shows how to interpret 
broad economic trends. 


EXTRA HELP WHEN YOU WANT IT! | 
... from over 14,000 well-trained Citibankers 























































YOU AND YOUR CUSTOMERS can be confident that the National City officer who serves 
you has first hand knowledge of your problems. As part of our continuing effort to be 
sure our men have a complete grasp of America’s complex economy, each year National 
City Foundation sponsors a six-week tour of the country’s leading industrial centers. The 
Tour is made up of promising Citibankers. Here a group inspects an automobile plant. 
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TRANSIT, BOOKKEEPING and other oper- 
ating personnel are trained in a completely 
equipped model bank, comparable to one 
with $50,000,000 in deposits. Here new 
National City employees learn basic bank 
operations on a full-time, full-pay basis, 
Conducted out of the mainstream of day-to- 
day business, so as not to interfere with 
regular Bank work, the Training Center 
overcomes fundamental problems of on-the- 
job training. Curricula for these training 
courses are available to our correspondents, 















BANKS ALL OVER THE COUNTRY use National 
City’s broad list of services—services designed 
to meet the specific needs of varying size or- 
ganizations. Highland C. Moore, Vice President, 
pictured here, coordinates National City’s 
correspondent services, and is a member of our 
Domestic Division’s policy group. The Bank’s 
Domestic Division is organized so that the 
officer who serves you knows your territory 
and its problems. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 
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Complete Foreign Facilities 
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NCB Travelers Checks are going places . . . sell them and profit, 
Keep the entire selling commission 3% of 1%, 
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Conventions in Full Swing 


As Autumn hues grow deeper, the 
annual fall assemblies of various banking 
and financial associations continue in full 
swing. Amid shifting conditions in the 
nation’s economy the convention themes 
are once again closely attuned to the 
times. Largest of the conventions is that 
of the American Bankers Association. 
It is covered at some length beginning 
on page 37. Others are as follows: 

A.B.A. credit, regional trust. The 23rd 
mid-continent trust conference of the 
American Bankers Association will. be 
held in Chicago, Illinois, November 4-5 
at the Drake Hotel. The hosts this year 
are members of the Corporate Fiduciaries 
Association of Chicago, who will welcome 
delegates from 19 states. 

The third national agricultural credit 
conference will be held in Memphis, 
Tennessee, November 29-December 1, at 
the Peabody Hotel. Present-day farm 
credit problems and procedures will be 
discussed in principal addresses and 
forum groups. 

At the A.B.A.’s seventh national credit 
conference in Chicago’s La Salle Hotel, 
December 16-18, the discussions will 
center on the problems of extending bank 
credit under business conditions in pros- 
pect for 1955. 

Savings-Loan Groups. Gratified with 
the acceptance accorded the savings-and- 
loan associations by the public, the theme 
for the 62nd annual convention of the 
United States Savings & Loan League 
has been described as “A decade of 
preparation for a better America.” The 
meeting will be held in Los Angeles, 
California, November 15-19 at the Bilt- 
more and Statler Hotels. Discussions 
will center on the best way to digest the 
industry’s tremendous growth in the past 
ten years, and how to perfect its competi- 
tive products to insure active participa- 
tion in the anticipated increased housing 
activity. 

The 11th annual fall management con- 
ference of the National Savings & Loan 
League will be held at White Sulphur 
Springs, West Virginia, Greenbrier 
Hotel, November 7-11. The program is 
designed to develop the best ways to 
meet all operational problems in the 
field of lending, savings and general 
operations in the months ahead. 

Investment Bankers, Bank Auditors. 
The annual convention of the Investment 
Bankers Association will be held at the 
Hollywood Beach Hotel, Hollywood, Flor- 
ida, November 28-December 3. 

San Francisco, California, will be the 
meeting place this year for the annual 
convention of the National Association 
of Bank Auditors and Comptrollers, 
October 18-21. Convention headquarters 
will be at the Fairmont Hotel. 

State Supervisors. The 53rd annual 
convention of the National Association 
of Supervisors of State Banks will be 
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Convention Schedule 


National Association of Supervisors of 
State Banks—Annual Convention, October 
_ Sir Walter Raleigh Hotel, Raleigh, N. 


American Bankers Association — Annual 
Convention, October 17-20, Convention Hall, 
Atlantic City, N.J. 


National Association of Bank Auditors and 
Comptrollers—Annual Convention, October 
18-21, Fairmont Hotel, San Francisco, Calif. 


Annual Mid-Continent Trust Conference, 
American Bankers Association, November 
4-5, Drake Hotel, Chicago, Ill. 


National Savings & Loan League—Fall 
Management Conference, November 7-11, 

fag rier Hotel, White Sulphur Springs, 
. Va. 


United States Savings & Loan League— 
Annual Convention, November 15-19, Bilt- 
more & Statler Hotels, Los Angeles, Calif. 


National Association of State Supervisors 
of Building & Loan Associations—Annual 
Convention, November 21-23, St. Frances 
Hotel, San Francisco, Calif. 


Investment Bankers Association of Amer- 
ica—Annual Convention, November 28-De- 
cember 3, Hollywood Beach Hotel, Holly- 
wood, Fla. 


National Agricultural Credit Conference, 
American Bankers Association—November 


29-December |, Peabody Hotel, Memphis, 
Tenn. 
National Credit Conference, American 


Bankers Association—December 16-18, La 
Salle Hotel, Chicago, Ill. 




















held in the Sir Walter Raleigh Hotel, 
Raleigh, North Carolina, October 13-15. 

This year’s annual convention of the 
National Association of State Savings 
and Loan Supervisors will be held at the 
St. Francis Hotel, San Francisco, Cali- 
fornia, November 21-23. 


Home Mortgage Credit 


The question concerning home mort- 
gage credit for the rest of this year and 
in 1955 is not whether there will be 
enough home credit, but whether there 
may be too much credit available. This 
conjecture was raised recently by Nor- 
man Strunk, executive vice-president, 
United States Savings and Loan League, 
Chicago, Illinois, in a statement issued 
in connection with the National Home 
Week. 

The League official said he was fearful 
of the inflationary tendencies of the 
new housing legislation because it was 
enacted at the same time that private 
home builders had progressed at their 
fastest pace in four years. “Much of 
the testimony developed on the new 
housing legislation,” said Mr. Strunk, 
“would have the American public believe 
that the Housing Act of 1954 was essen- 
tial to keep the home building industry 
from nose-diving into a depression. In 
fact, I think just the opposite was true.” 

Inflated prices? Mr. Strunk went on to 
say that the new housing bill would be 
a definite boon to private home owner- 






ship, and that the savings associations 
of the country were in full accord with 
that objective. “On the other hand,” he 
added, “we are not convinced that a 
favor is being done for these tens of 
thousands of potential buyers if the new 
legislation also inflates the price they 
must pay for their homes.” 

The speaker expressed the belief that 
the chief safeguard against the resump- 
tion of marked inflation in the housing 
field is the monetary policy of the Eisen- 
hower administration. This policy, he 
said, has kept the cost of home construc- 
tion “remarkably stable” during the past 
two years. He added that if the new 
housing bill does inject inflation into 
the housing boom, he believed it might 
be assumed that the administration 
would take steps to head it off. 
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Banks Hold Fringe 
Benefit Lead 


The banks and the finance and trust 
companies of this country continue to 
lead by a comfortable margin in the 
fringe benefits provided their employees, 
according to a comprehensive survey en- 
titled “Fringe Benefits, 1953” published 
recently by the U. S. Chamber of Com- 
merce. 

The last such survey was made by the 
Chamber two years ago, and covered the 
period 1947-51. At that time employer 
payments for pensions, vacations, profit 
sharing and like fringe benefits, amount- 
ed to $644 per employee. The 1953 figure 
was $720, or an increase of $76 per em- 
ployee. 

By industries, the survey disclosed the 
average payment ranged from 14.3 per 
cent of payroll for pulp, paper, lumber 
and furniture companies, to 28.7 per cent 
for banks, finance and trust companies. 

The chart on the next page shows how 
much and for what purpose the benefits 
were paid, and the position of banks, 
trust and finance companies with relation 
to other industry groups. For example, 
in the 1953 survey petroleum companies 
are in second place, the position held two 
years ago by insurance companies, now 
ranked third. 

Numerous other facts are brought out 
by the 32-page survey that is illustrated 
by a variety of charts and tables. Copies 
are available from the Economic Re- 
search Department of the U. 8S. Chamber 
of Commerce, Washington 6, D. C., at 
$1.00 each. 


* 


Meanwhile, a plan of multiple benefits 
for employees of financial institutions 
throughout the country, embodying the 
advantages of both trusteed and insured 
plans, was recently announced by The 
Philadelphia National Bank, Philadel- 
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phia, Pennsylvania. 

The plan is known as The “Philabank 
Plan” and was developed jointly by the 
bank and the Mutual Life Insurance 
Company of New York. Participation 
is open to financial institutions regard- 
less of whether or not they are deposi- 
tors of The Philadelphia National. 

Basically, the plan provides: (1) Life- 
time monthly retirement income, (2) 
benefits in event of death before or after 
retirement, (3) pensions for widows, 
orphans or other beneficiaries of male 
employees, and (4) temporary disability 
income benefits. 

According to Frederic A. Potts, presi- 
dent of the Philadelphia National, the 
plan was designed specifically to pro- 
vide financial institutions with a solution 
to the problem of competition for desir- 
able employees. ‘Financial institutions,”’ 
he said, “have found it increasingly 
difficult to attract responsible employees 
without offering a definite program of 
benefits. Smaller institutions, particu- 
larly, have had a real problem. Their 
staffs have not been large enough to 
permit the creation of actuarially sound 
plans except at disproportionately heavy 
costs.” 

Similarly, the First National Bank 
of Atlanta, Georgia, has announced a 
new “Collective Pension Plan” for the 
personnel of southeastern banks, In 
announcing the plan, Edward D. Smith, 
president, said that during recent years 
there had been a tremendous increase 
in the demand for pension and retire- 
ment plans by small and medium-sized 
benks. Those banks, he said, were faced 
with the problem of how to take advan- 
tage of the economy of a trusteed pen- 
sion plan. 

Mr. Smith said further that the new 
First National plan is flexible enough to 
fit the needs of any bank regardless of 
size. It administers a sufficiently large 
fund to produce economy of operation 
which is passed on to the participating 























































































































FRINGE PAYMENTS AS PER CENT OF PAYROLL, BY INDUSTRY GROUPS 
Per cent of payroll O 5% 10% 15% 20% 25% 30% 
: 4 : 
Per cent 
Industry Group of payroll 
Total, all industries.....+.+.+-+5 19.2 ° 
Total, all manvfacturing........+ 16.8 
Manufacture of: 
Food, beverages & tobacco... 20.0 
Textile products & apparel.... 14.5 
Pulp, poper, lumber & furniture. 14.3 
Printing & publishing. ........ 15.5 
Chemicols & allied products.... 20.9 | 
Petroleum industry. ....-s0+0s 24.5 a 
Rubber & leother products.... 15.6 
Stone, clay & glass products... 15.8 
Primary meto! industries. ...... 16.7 : 
Fabricated metol products... .. 16.0 
Machinery (excluding electrical). 16.0 
Electrical machinery, equipment 
eres 17.0 
Transportation equipment. . ... 15.0 
instruments & miscellaneous 
manufacturing industries... ... 7.9 
Total, all nonmanufocturing.. .... 23.4 a 
Public utilities (electric, gos, 
woter, telephone, etc.)...... 20.5 q 
Trade (wholesale & retail)... .. 7.9 
Motele. os cencdcccbdoevess 17.7 
BANKS, FINANCE & TRUST 
COMPANIES. = cee cen ees 287 | 
Insurance componies........,. 22.8 
Miscellaneous industries {coal 
mining, warehousing &. 21.4 
laundries) - * 
0 5% 10% 15% 20% 25% 30% 

















Chart places banks, finance organizations well in front 


It also permits a wide invest- 
ment diversification and provides for 
safety of principal and high income 
yield. Another feature is that it makes 
possible wholesale cost for actuarial and 
trust services. 


banks. 
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Birthday Party “*“Don’ts”’ 


Here are some of the things that the 
Lawrence Cedarhurst Federal Savings 
& Loan Association, New York City, did 





THE EASY way 


TO DESTROY 
OLD PAPERS 


"Silver Executive” 


papers, 
is typewriter-size, 


The new 
dential 

Machine 
safe and easy to operate. 


neat, 


Paper Shredder destroys confi- 
obsolete records completely . . . quickly! 


compact and portable— 


Shreds paper into 1/4” strips... 


makes wonderful packing material. 


Write today for complete details and 10-DAY FREE TRIAL. 


DUE SHREDDER & CUTTER CO. 


204 MILL STREET 


SALEM, OHIO 








not do in celebrating the recent anniver- 
sary of its Rockaway, Long Island 
branch. According to Julius Siegel, di- 
rector in charge of advertising, the suc- 
cess of the birthday party hinged as 
much on what the association learned 
beforehand about what not to do as it 
did on what to do. The don’ts: 

Razzle-dazzle, the circus, stunts. The 
public expects and likes an institution 
to maintain the dignity of a financial 
institution. 

Extravagance, undue expenditure. It 
is one thing for the trustees of other 
people’s money to spend the trustees’ 
own funds; it is something else for them 
to spend the public’s money. 

Loud, blatant music. It makes think- 
ing and working difficult and even con- 
tributes to errors. The object is to get 
new and more business in a dignified, 
pleasant atmosphere and not by putting 
on a show. 

Criticizing competitors. All requests 
for information should be answered by 
someone qualified and delegated to give 
information. 

Embarrassment, misrepresentation. 
Back up promises with performance. 
If a drawing is announced for a certain 
hour, make every effort to see that it is 
held at that time. 
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Savings Bonus Plan 


Next April some savings depositor 
of the Brattleboro (Vermont) Trust 
Company who has maintained a savings 
balance of $50 or more for six months 
will win a week-long, all-expense-paid 
trip for two to the storied vacationland 
of Bermuda. 

The bank recently launched this novel 
savings-deposit bonus plan, as conceived 
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Get to know... the bank 


No red tape—no costly delays— when you 
use Bank of America’s statewide system of 
545 branches for direct routing of collection 
and remittance items. Cash letters may be 
sent directly to any one of the 330 Cali- 
fornia communities in which this bank is 
located and your account credited the same 
day they are received. This reduces float. It 


Bank of America 


NATIONAL ZRYSTAN2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


DETROIT PUBL 
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Pageantry marks the opening of Salinas’ famed 44-year old rodeo 


that knows California 





also means rejected items, returned directly 
by the branch, reach you days ahead of 
items traveling through usual channels 
To inquire about this unique correspon- 
dence service, write Corporation and Bank 
Relations Department, Bank of America, 
300 Montgomery Street, San Francisco 
or 650 South Spring Street, Los Angeles: 
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s : > | Pm WANT TO SEND 
, SOMEBODY TO 
# . BERMUDA! > 


Next April we shail give awoy 
@ trip to Bermuda for two peo- 
ple, to one of our savings de- ~ 














The unusual 


Rp ALt EXPENSES WILL BE 

bY PAID FOR 7 DAYS AND 6 

Mm NIGHTS AT THE FAMOUS 
m ELBOW BEACH SURF CLUB. 


The tucky persons will travel 
by o notianally known orline 
and will receive $100 spend- 


did happen sa 


ALL YOU NEED TO DO... 


ALL YOU NEED IS TO HAVE A SAVINGS ACCOUNT WITH 
THE BRATTLEBORO TRUST COMPANY ON APRIL |, 1955, 


LL business insurance is for the unusual. The executive euluwmne Co 
who pays American Credit Insurance premiums does Directors, officers, ond employes of Brattebore Tryst Company and mem: 


bers of their immediate fomities are not eligible to porticipate in this pion 


not want to collect. BUT he knows Accounts Receivable 


is a prime asset of his company . . . the threat of bad debts Bratfleboro . pany 








is ever present . . . some companies do suffer damaging ea 

credit losses . . . his company could be among this unfortu- 

nate minority . . . the result could be serious. We list here Business stimulating contest 

a few of the larger loss payments made by American 

Credit this year as an example that the unusual did happen. by Roland T. Sandberg, executive vice- 


president, in- an effort to increase its 
savings deposits. The public learned of 


POLICYHOLDERS BUSINESS LOSS PAYMENT the plan through a 3-column ad in a local 

newspaper in which the bank declared, 

TV and Radio Sets.................$ 35,611.95 “We want to send. somebody to Ber- 

. muda.” Other ads between now and April 

SI SS a Sate pe enteens fC eT $ 28,073.25 to Stineniate tubebedl. ant saedeled by 
Electrical Appliances. ............... $105,824.98 the bank. 

. . Directors, officers and employees, and 
Sewing Machines and Parts..........$ 32,442.53 their imusedinte families, axe net eligible 
Cabinets and Toys..................$ 86,829.46 for the prize. The drawing of the lucky 

e name is scheduled to be held publicly 
Wool and Wool Tops................ $ 34,689.56 next April 1. 
Radio and TV Parts................$ 25,000.00 
Floor Coverings and Appliances....... $ 32,707.31 lees a 
Communications Equipment.......... $ 46,354.63 Guideposts to Leadership 
SN, 52 4s sca ornaicsaameics bak $111,634.03 


Are there signs of promise by which 
top management can predict with rea- 
sonable safety that a man, given an 


Because these amounts of money were put back into work- opportunity, will attain to those char- 


ing capital these policyholders were in a position to acteristics which will distinguish a good 
immediately earn the profit that would normally accrue executive? 
f f that capital. F klet ite Dept. 49 The American Appraisal Company in 
rom turnover of that capital. For booklet, write Dept. 49, a recent issue of its “Clients’ Service 


First National Bank Bldg., Baltimore 2, Md. Bulletin” not only believes there are 
such signs, but suggests that men best 
qualified for promotion to executive 
e e positions have certain basic traits, with- 
Ameriean Credit out any one of which the path to 
responsibility is well nigh impossible 
of achievement. The guideposts to lead- 
e ership are summed up under these cate- 
Indemnity Company —~ 
“Old fashioned” virtues. The sometimes 
called “old fashioned” virtues of hon- 
esty, loyalty and industry. They, or the 
of New York lack of them, are easy to recognize in 
a man. He is either honest or dishonest; 
he is loyal or he is disloyal; he is a 
worker or he is lazy. Even a one per cent 
impurity taints the whole man; there 
is no compromise with these fundamental 











principles. 
y Physical characteristics. Health is im- 
portant, for an executive must be on 
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the job to exercise his leadership. Tem- 
perance is necessary, for the intemper- 
ate man is basically unreliable. Emo- 
tional maturity is vital, for the man who 
cannot reach maturity has no foundation 
on which to base the judgment required 
of an executive. 


Good personality. Some people are born 
with charm—others must, and can, cul- 
tivate and acquire it. Friendliness, tact 
and sincerity are needed constantly in 
daily contact with others. A well devel- 
oped sense of humor is another way 
of describing a sense of proportion and 
is necessary before one can develop the 
discriminating sense of values which the 
zood executive sets as standards. Enthu- 
siasm should show up strongly in the 
personality of any prospect for promo- 
tion. It is a driving power that can over- 
come many obstacles. 


Mental attitudes. Finally, a man of 
promise must show certain mental char- 
acteristics which give definite evidence 
that he is independent, flexible, and pro- 
gressive in his thinking—dqualities of 
mind that forecast his ability to deal 
with abstract problems involving judg- 
ment and the ability to reason. 


Specific skills vs. traits. The writing 
reported that a recent survey of 76 
American corporations revealed that 
lack of specific skills accounted for only 
a shade over 10 per cent of the dis- 
charges, while character traits accounted 
sor virtually 90 per cent. Character 
traits, the Bulletin said, also represented 


the factors preventing promotion in over | 


three times as many cases as did the 
lack of specific skills. 


Installment Loan Drive 


When competition from other lending 
agencies began to stiffen recently in a 
medium-sized Georgia town, a _ bank 
there with deposits of around $11% 
million adopted an aggressive seven- 
point program, according to a recent 
issue of “Installment Notes,” a publica- 
tion of the Citizens & Southern National 
Bank, Atlanta. The business-building 
campaign was as follows: 

1. The president briefed all employees 
in the details and spirit of the program. 

2. The department itself was made 
more attractive by redecoration and ad- 
dition of easy chairs and a table. 

3. A new lighted sign in the lobby and 
a new sign over the department made 
locating the department easier; a direc- 
tory of installment services was placed 
near the first-floor elevator. 

4. Displays of goods that could be 
financed on the monthly installment plan 
were placed in the main banking lobby. 

5. Installment solicitation letters were 
mailed to savings account customers and 
new checking account depositors. 

6. Ten radio spots a week, plus a 
weekly half-hour musical program were 
devoted to various installment services. 

7. Two newspaper ads per week told 
of the installment services available. 

In one month the bank’s installment 
loan volume increased-from an average 
of $57,000 to $100,000. 
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“The Royal 
as an old friend 
of ours” 











Whenever American bankers want to get 
things done for customers with interests in 
Canada, they know they can count on the 
Royal Bank for exceptional facilities 

a enthusiastic, helpful service. 

The Royal Bank of Canada, Canada’s 
largest bank, has more than 730 branches 
from coast to coast. Each one provides 
all the usual “‘on-the-spot” banking services. 
And, in addition, the bank can offer you 
and your clients many other special 
services that go far beyond the realm of 
routine banking. 

We offer full cooperation in helping you 
serve the needs of clients interested in 
the opportunities presented by Canada’s 
expanding economy. 

Over 800 branches in Canada, the 


West Indies, Central and South America 
New York, London and Paris. 


THE ROYAL BANK 
{= ##OF CANADA 


Canada’s Largest Bank 


New York Agency— : 
68 William Street, New York 5, N. Y. 


Total assets exceed $2,800,000,000 
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Tourist Postal Aid 


Holiday travelers of all lands mail 
postcards and letters to the folks back 
home by the dozen. Because they do, De 
Twentsche Bank, Amsterdam, Holland, 
this year came to the aid of its customers- 
on-holiday with a handy postal data sheet 
that was tucked into a promotion folder 
on the bank’s travelers checks. The fold- 
er also gives information on foreign cur- 
rency regulations and exchange rates in 
terms of Netherlands money. 

The bank distributes the material to 
customers buying travelers checks or for- 
eign currency. The postal sheet gives the 
foreign rate for mailing letters, post- 
cards and picture postcards back to Hol- 
land from every European country and 
the French North Africa protectorates. 
The sheet shows, for example, that it 
costs 10 pfennige to mail a picture post- 
card, with a maximum of 5 words, from 
West-Germany to Holland, 


o > 2 
Coin Bank Ideas 


Imprinted coin banks have long been 
recognized as one of the best ways to 
keep a bank’s name and savings account 
service before the public. New adapta- 
tions of ideas to such coin banks are 
shown above. 

Sign of the Zodiac. The East River 
Savings Bank, New York City, sells a 
“Zodiac” calendar bank for $1.25. The 
bank is stamped with the sign of the 
zodiac under which the customer was 
born, and the imprint also cites three 














Zodiac bank 





Umbrella bank Civic Bank 


Coin bank adaptations that carry bank messages effectively 


favorable personality traits linked with 
the sign. A quarter is needed to change 
the month in the bank, and any other 
coin, the days in the month. The calendar 
bank was designed especially for East 
River Savings by M. A. Gerett Corpora- 
tion, Milwaukee. 

Rainy day adaptation. A colored, plastic 
umbrella and a transparent globe make 
up a coin bank being distributed by 
Banthrico International, Chicago. The 
umbrella top carries the message, “Save 
for a rainy day,” and the base, the bank’s 
imprint. The bank is opened by a simple 
key locking device that holds the detach- 
able umbrella section in place. 

Civic pride. A bank especially designed 
to appeal to residents of Kalamazoo, 
Michigan, was recently designed by the 
American National Bank and Trust Com- 
pany. One side of the bank shows the 


city’s chamber of commerce slogan on a 
scroll, “Life is Good in Kalamazoo, In- 
dustrial Center.” The other side shows 
the bank building, and the bank’s imprint. 

Suitcase is suggestion. The First Na- 
tional Bank of Chicago, Illinois, gives a 
free suitcase bank of colored plastic to 
each new vacation club member. The 
novel banks are about 3%” long and 2” 
high and come in several colors. They 
serve as attractive reminders to save for 
the “vacation dream.” The bank’s vaca- 
tion goals range from $50 to $1,000 and 
are reached through 25 bi-weekly depos- 
its of $2 to $40. 
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Capital for Industry 


A recent annual report of the Bank of 
Vizcaya, Spain, stresses the shortage 





Does your bank have 


drive-in facilities? 


If you have an Indemnity Bankers’ Blanket Bond, 
drive-in facilities are covered. But here is an impor- 


vette, 6 


tant point to remember: the amount of your BBB may 


not be enough to cover the added business that Snorkel 
or similar outside customer facilities will bring in. 


Why not have an Agent of the Indemnity Insurance 
Company of North America check your Bankers’ 
Blanket Bond? He will make sure that it is the kind 
you need and that it is completely adequate to provide 
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INDEMNITY INSURANCE 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 


PROTECT WHAT YOU HAVE®© 










your bank with full protection against holdup as well 
as many other types of loss. See him soon. 
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Philadelphia 1, Pa. 
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New Fulton National Bank Building 
Atlanta, Georgia 
Bank Design, Inc., Architect 
Henry C. Beck Company, 
General Contractor 
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NEW DIEBOLD-BASIC VAULT DOOR 
SELECTED BY FULTON NATIONAL BANK OF ATLANTA 


For the first time . . . a bank vault door that blends with the 
architectural composition of every bank interior. From a mul- 
tiple series, the Fulton National Bank of Atlanta selected two 
Diebold-Basic Vault Door installations to harmonize with 
the character, shape and color of its new banking quarters. 
They further individualized one installation by mounting 
bas-relief plaques on the gleaming stainless steel cladding. 


The door is strikingly beautiful in open position ... the view 
depositors see. Its crisp faceted design constantly reflects light, 
color and motion in the banking room. Designed to become 
one with its setting, the door has been described as an inspira- 
tion in steel. To see an installation is an experience. 


A brochure illustrating the new standards by which vault 
doors will be judged and selected in the future is yours for 


Diebold 


® 










3059-DI 


903 MULBERRY RD., S.E. *° CANTON 2, OHIO D> 


MANUFACTURERS OF THE WORLD'S FINEST BANK EQUIPMENT 





of capital funds to finance industrial 
programs, not only in Spain but in other 
countries as well. It ealls the shortage 
“a phenomenon that is certainly not 
exclusive to our country, but nonetheless 
of great importance to our economy.” 
The report then says that in view 
of the vital urgency of the problem, 
the bank thought it of interest to. men- 
tion briefly some of the better known 
methods that have been adopted by 
various countries in an attempt to avoid, 
or at least mitigate, the harmful effect 
of “a dullness in the capital market 
from which they suffer like ourselves.”’ 
In the United States, says the report, 


constant efforts are made to popularize 
investment in industrial shares. “The 
immense increase in investments of this 
kind,” it adds, “has been largely the 
result of legislation permitting speedy 
amortization of plants that are of na- 
tional interest for defense purposes.” 

In Germany, the report points out, 
taxation on dividends has been reduced 
by 50 per cent, and in Holland the 
government is studying a new system for 
the taxation of industrial profits. In 
Belgium a new law has been passed 
authorizing the granting of credits at 
reduced rates in specified circumstances. 
All to aid in financing industry. 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 
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Ladder is a Lure 


Climbing is one of the things kids 
like best. And since the “kiddies’ savings 
ladder” was installed last summer in the 





The staircase is movable 


Kids climb; so do savings 


University National Bank of Peoria, 
Illinois, there has been a substantial 
increase in the number of childrens’ sav- 
ings accounts. 

Moreover, reports Cashier W. G. 
Lyman, who designed the ladder, many 
more child customers now return reg- 
ularly each week to make deposits. The 
ladder is a wooden stair-encasement sim- 
ilar to those used to load and discharge 
airline passengers, and can be moved 
with ease from one teller’s window to 
another. 
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Fresh Radio Approach 


A unique, 5-minute daily radio show 
called “Point of Law” was initiated this 
summer by the Wells Fargo Bank & Un- 
ion Trust Company, San Francisco, Cali- 
fornia, as a public service. The scripts 
are written by a local attorney and are 
based upon actual California court cases. 
The purpose of the program is to alert 
radio listeners to dangerous legal situa- 
tions by giving them the points of law 
arising in the various courtroom situa- 
tions narrated. 

Thomas T. Townsend, the bank’s ad- 
vertising manager, has cited the follow- 
ing advantages of the program: (1) it is 
scheduled at a time a large audience lis- 
tens to early evening news and sports 
and during a commuting period, (2) the 
nature of the program permits the bank 
to advertise its many services, and (3) it 
gives a new and fresh approach to talk 
about those services. 
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Telephone Characters 

Is the telephone here to stay? Reed 
Sass, vice-president of the Fort Worth 
(Texas) National Bank, assures us it 
is. “But some of the characters who use 
it,” he says in a recent issue of the 
bank’s publication, “should be discon- 
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MANUFACTURERS TRUST COMPANY 


announces the opening of 


The world’s most modern banking office 


Fifth Avenue at 43rd Street, New York City 





THIs Is THE newest of our 111 offices in Metropolitan 
New York. We believe our banking friends will find 
much of interest in this new glass-walled structure— 
the world’s most modern banking office. 


But it takes more than even the most extraordinary 
building to make a bank. First and foremost, it takes 
service. And this is why we went to special lengths to 
make our new office a special kind of building . .. a 
showcase of service for our customers, 


And our out-of-town friends visiting New York will 





find that we've set aside ample space for their conveni- 
ence—another example of Manufacturers Trust's spe- 
cialized service, the kind of service which has enabled 
us to build up total resources of nearly 3 billion dollars, 


So next time you're in New York, be sure to come in 
and see us. You'll be most welcome! 


Manufacturers Trust Company 


55 BROAD STREET, NEW YORK, N. Y. 


Member Federal Deposit Insurance Corporation 
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nected until their manners improve.” 

Mr. Sass wishes these people were at 
the other end of a rope instead of the 
other end of the wire: 

Dead-End Daisy. The switchboard 
operator who lets your call come into 
her board without acknowledging it. 
When she does, finally, you figure she’s 
returned to the board after a safari in 
Africa, a drink from the water fountain 
on the floor below, or a long telephone 
visit with her boy friend on another line. 

Anonymous Annie and Hoozit Harry. 
The characters who refuse to identify 
their firms, their departments or them- 
selves. Anonymous Annie answers with 
a languid “Hello,” and when you finally 
get Harry, he says abruptly, “Yes?” 
He gives you the price of widgetts, but 
you still have to ask him his name and 
what department he’s in so you can 
find the widgetts when you come in to 
buy them. 

Open-end Oliver. He takes your call 
and says, “You wanna talk to Mister 
Ott Bott! Well, just a minute, please.” 
The mouthpiece isn’t covered and you 
hear Open-End yelling, ‘‘Where’s old 
dead-beat Ott? He must be talking to 
that babe in the traffic department, or 
else he’s soaping the boss.”’ Snickers in 
the background. 

Mysterious Mose and Esoteric Esther. 
So confidential, they whisper in an in- 
audible manner. You are constantly 
saying, “Please talk louder.” 










Big Deep Veep. The guy who skips the 
hello stuff and jumps right off into the 
big middle of a matter with which you 
are not familiar. By the time you get 
things unravelled with the Big Deep 
Veep, the day is done. 

Boom-Boom-Crash. He has no secrets 
and wants to keep it that way. Someday 
he’ll scream into his telephone, blow 
out a transformer and electrocute him- 
self. That will be the day! 

Still Bill Wallis. He listens to what you 
say without comment. You constantly 
interrupt your own conversation with, 
“Are you still there,” or “Are we cut 
off?” 

Mr. Sass says that if you run into 
characters like Still Bill frequently in 
your telephone conversations, the odds 
are a 100-to-1 that you are downright 
monotonous, 
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Branch Banks, 
Western Style 


Two branch banks recently completed 
in California exemplify in striking 
fashion the degree to which bank styling 
has departed from the staid designs of 
other years. 

Early California design, The new South 
Branch of The First National Bank of 
Los Altos, California, is in a large 
trading center of the city known as the 


New banking quarters in picturesque Early California styling 


South Branch, The First National Bank of Los Altos, Calif. 











Some 200 cattle brands adorn this new bank’s teller counter 


Blythe Branch, Citizens National Trust & Savings Bank of Riverside, Calif. 
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Reminder to call in your man at the Irving! 


e Faced with a tough assignment? He’s your man. Call 
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the facilities of one of the world’s largest banking or- 
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Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY 


ONE WALL STREET e NEW YORK 15, N. Y. 
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Rancho Shopping Center. The new bank 
branch was designed to conform with 
the other structures in the center, which 
are noted for their Early California style 
and beauty. The exterior styling is 
identified by the natural brick- walls, 
gentle sloping roof with wood shingling 
and wide covered porch. A modern de- 
sign note is evident in the drive-in 
window at one side of the new building. 
Inside, the huge log beams that support 
the roof are visible, depicting further 
the early architectural style. 
Cattle-brand decor. Blythe, California 
is a cattle center on the Colorado River 
at the Arizona border. When the Citi- 
zens National Trust & Savings Bank of 
Riverside, California, recently completed 
a $70,000 remodeling of its Blythe 


Branch, an appropriate and attractive 
touch was added by burning some 200 
registered cattle brands in the redwood 
teller’s counter and along the officers’ 
platform. All the stockmen in the Palo 
Verde Valley brought their branding 
irons to the bank to accomplish the 
unique decoration. Other Western 
touches are a desert mural decorating 
the community room and color photo 
murals in the lobby of Blythe landmarks. 
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Advertising to Teenagers 


A pretty teenage winner of a high 
school essay contest in Phoenix, Arizona, 
recently supplied the inspiration for a 
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timely, effective ad used by the First 
National Bank of Arizona. The bank ad 
reproduced the winning essay in full; 
its theme was “How can advertising best 
sell the teenager” 

“It seemed to us,” commented George 
V. Christie, vice-president, “that there 
was enough good sense packed into thé 
essay to make it good reading for a lot 
of adults and help them establish their 
own more correct viewpoint toward teen- 
age youngsters.” 

Insight to adolescence. The ad was il- 
lustrated by a photo of the alert-looking, 
17-year-old young lady, and here are 
some of the things she had to say about 
adolescent thinking. 

Some advertisers make blunders in 
an effort to attract teenagers. They 
talk down to teenagers and do not give 
them credit for the knowledge they pos- 
sess. 

Advertisers should proceed with cau- 
tion when it comes to using high school 
slang. Styles change very often and are 
different in various crowds. Teenagers 
prefer to keep their slang expressions 
for themselves, generally, unless an ad- 
vertiser can bring out a really smart 
slang statement. 

Teenagers are flattered when adver- 
tisers show a respect for their intelli- 
gence and opinions. They will be insulted 
by advertising that is pointed at their 
weaknesses. Through advertising in 
school newspapers and yearbooks, the 
teenage market will be made to feel im- 
portant. Like everyone else teenagers like 
to be treated as equals and not inferiors. 

The headline to the ad read: “We pub- 
lish the following . . . because we think 
it makes good sense. Don’t you?” 
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New Business Ideas 


An employees-only new business con- 
test this summer at The Bank of Georgia, 
Atlanta, allowed the participants to place 
their names in a “bowl” one time for 
each $5,000 worth of new business 
brought in. Thus, the individual partici- 
pant’s chances of winning the prize were 
increased each time he brought in an 
additional $5,000, to earn the right to put 
his name in the bowl the second, third, 
fourth time, etc. The prize was an all- 
expense, paid for two, trip to Miami, 
Florida. In the three-month contest the 
employees brought more than twice the 
number of accounts into the bank, and 
more than doubled opening balances over 
the same period last year. 


~ 


To arouse interest in its new accounts 
contest, the Houston (Texas) National 
Bank used a “beehive” theme. Employees 
were assigned to “hives” rather than 
teams, and to emphasize the “working” 
idea, a large hive and bee of paper mache 
were placed in the lobby and illuminated 
by flashing lights. The individual grand 
prize winner took an all-expense-paid 
trip of a week to Havana, plus $300 in 
cash. In addition, all 40 members of the 
winning “hive” were rewarded with a 
boat trip down the Houston ship channel. 
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Staff members of The First National 
Bank, St. Petersburg, Florida, this sum- 
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SYSTEM 


System that comes with years 
of service in the financial 
center of the great southwest. 
“Know-how” that means 

fast, accurate, complete 
correspondent service to 

banks and bankers everywhere. 
That’s what makes a 
“Banker's Bank.” 
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Australia 


from 
a business 
point of view 


This booklet will assist anyone 
contemplating establishing a 
business in Australia, whether it 
is a small retail business or a@ 
large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 


would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 


BRITISH & 


R. J. Neal Blackwell, Manager 
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If there is any one subject about which 
we know less than any other subject, it 
is electronics as applied to bank checks. 
Nevertheless, we are satisfied that 
operating men in big banks know what 
they are shooting at as they study ways 
and means of introducing automation 
into their check processing methods. 
What we do know is that we are going 
to have to print on the checks whatever 
is to be read by the electronic scanning 
machines, and our problem will beto find 
out how to print it and where to print it. 


At the moment there appears to be very 
little unused space on the check that 
could be reserved for machine character 
recognition and, while it may be strictly 
“‘old school’ to say it, we suspect that 
check format is not going to be changed 
radically in the future. We think that if 
the machines are going to work they 
must accommodate themselves, within 
reasonable limits, to existing check 
design, which means that both machine 
people and check printers will have to 


THE BANK CHECK 


think in terms of small reserved areas 
and rather close tolerances. 


The use of special ink for character 
recognition would probably open up 
larger areas without interfering with 
the conventional printing on the check, 
but at this stage we do not of course 
know what will be required. If we could 
use something like a semi-invisible 
fluorescent type of ink there would 
be plenty of space available, but we 
then would have to find a method to 
imprint with two kinds of ink once 
through the press and we are now 
studying this possibility. 


While at times we suspect we have 
both feet planted firmly in mid-air as we 
appraise the project of electronic check 
processing, we are trying to remain alert 
as it picks up momentum. One thing 
is certain . . . regardless of style, form 
or substance, we are going to keep 
right on making good bank checks and 
delivering them when you want them. 
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mer wore a yellow paper tag with a large 
“24” on it. When customers asked what 
the “24” meant, they were given a pam- 
phlet that described the bank’s 24 serv- 
ices. 
+ 

A similar “curiosity arousing” idea 
was used by the Fort Worth (Texas) Na- 
tional Bank when employees, elevators, 
desks, etc., were decorated with a large 
badge boldly lettered “Ask me : 
DYHASDB?” When questioned, badge 
wearers explained that the letters meant 
“Do You Have a Safe Deposit Box?” If 
the reply was in the negative, the staff 
member took the opportunity to point out 
that there were a limited number of safe 
deposit boxes left that rented for as 
little as $3.00, tax included, per year. 

* 


All employees and officers of the Bank 
of Belmont Shore, Long Beach, Califor- 
nia, are now provided with new “mer- 
chandising” personal checks. When a 
payee receives one of these checks he 
finds on it a detachable stub which reads: 
“The maker of this check is a member 
of the staff of the Bank of Belmont Shore, 
5354 E. Second St., Long Beach, Cali- 
fornia. You are cordially invited to be- 
come acquainted with our friendly, effi- 
cient service. Please detach this stub 
before depositing.” 
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New Product Aids 


A long list of bank equipment sup- 
pliers from many parts of the country 
will be on hand at the American Bankers 
Association convention this month. Their 
exhibits and literature will bring to the 
attention of some 6,000 A.B.A. delegates 
many of the latest products designed 
to make the bank’s job easier, faster and 
more economical. A recent announce- 
ment of the Bank Products Company, 
New York City, that it would feature 
an extensive line of products, together 
with a new catalog of bank supplies, 
typifies the preparation made by the sup- 
pliers for the annual A.B.A. convention. 
Among other new bank aids recently 
announced are these electrical, labor- 
and time-saving machines. 

Card renovator. A new machine de- 
signed by Cummins-Chicago Corpora- 
tion, to be displayed at the convention, 
is one that reconditions and puts back 
into use damaged punch cards and those 
with foreign objects attached to them. 
The machine is called “Cummins Cardi- 
tioner,’”’ is completely automatic, and 
has a capacity of 12,000 cards per hour. 
It sorts for further handling those cards 








Sorts, renovates cards 
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bearing paper clips, staples, mending 
tape, documentary stamps, etc., and its 
sensitive electrical selectors pass all 
other cards, including those that have 
been folded, through a series of knurl- 
ing and ironing rollers. 

Improved mass mailer. A new mass 
mailer manufactured by Inserting and 
Mailing Machine Company, Phillipsburg, 














Speedier, more efficient 


New Jersey, features a built-in postage 
meter and a power-driven stacker. The 
postage meter unit enables the mass 
mailer to prepare completely in one 
continuous operation, all types of mail, 
including first class. The power-driven 
stacker enables greater speed in mechan- 


ical mail preparation, as well as reduced | 


handling time between the machine and 
post office. With only one operator at 
the controls, the mailer can gather, 
insert, seal, print postal indicia, count 
and stack up to 4,500 pieces of finished 
mail per hour. 

Central file system. A new “super ele- 
vator file’ now produced by Diebold, 
Incorporated, Canton, Ohio, can within 








New “super-elevator’’ file 


three seconds bring any one of as many 
as 300,000 records cards to easy working 
reach of the operator. The file has a 
revolving unit that carries 10 horizontal 
shelves, each with level batteries of file 
cabinets. A touch of a pushbutton brings 
the shelves to desk height and the cards 
into visibility. After the recent com- 
pletion of a “field test” of the new ma- 
chine in the central information office 
of the Union Trust Company, Washing- 
ton, D.C., the personnel of various de- 
partments there approved it highly for 
its time- and personnel-saving features, 
and declared it was a potential gold 
mine to be worked for new business. 


e ° e 


Modernization Survey 

Some interesting statistics concerning 
the effects of modernization programs 
upon increased bank business are con- 
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Over 250 Bank of Toronto 
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can provide American busi- 
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Head Office Toronto 1, Canada 
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tained in a survey made recently by 
the Bank Building and Equipment Cor- 
poration of America, Saint Louis, Mis- 
souri. 

A total of 95 banks designed between 
1946-1953 by the Bank Building Cor- 
poration in all parts of the country 
participated in the survey. According 
to the results, those banks realized in- 
creased deposits far above the yearly 
average of “all insured commercial 
banks” as published by the Federal Re- 
serve Bulletin. The accompanying com- 
parison chart shows the difference in 
total deposits growth on a year-by-year 
statistical basis. 


**All Insured “New Quarters”’ 


Year Commercial Banks”’ Banks 

1953 2.2% increase 15.5% increase 
1952 4.9% increase 10.0% increase 
1951 6.3% increase 12.5% increase 
1950 17.1% increase 13.1% increase 
1949 1.8% increase 21.5% increase 
1948 0.8% decline 21.5% increase 
1947 3.6% increase 14.2% increase 
1946 17.3% decline 13.4% increase 


The survey further offered, as proof 
that modernization deserves a substan- 
tial share of the credit for increased bus- 
iness, the record of increases shortly 
after the grand opening of the modern- 
ized banks. 

The 95 banks reported as follows: 8 
per cent average increase in the first 
six months after modernization; 13.3 
per cent increase after 12 months; and 
48.0 per cent for all banks since mod- 
ernization and to date. 

The opinions gathered in the survey 
of officers, employees and customers re- 
flected a high degree of customer satis- 
faction with the modernization programs. 
Sixty-seven of the banks reported that 
established customers had been more 
active in introducing new people to the 
new banks. Most of the bankers said that 
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employee turnover had noticeably de- 
creased following modernization. 

Many other interesting findings are 
contained in the complete survey, a 


copy of which may be obtained from 
Bank Building and Equipment Corpo- 
ration of America, 906 Sidney Street, 
St. Louis 4, Missouri. 
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Banks Sell °Em On The Go With Car Card Advertising 


By A. D. Burroughs 














Right now, in every town with a 
public transit system, there is available 
an advertising media that has a “cap- 
tive’? mass audience. This media delivers 
repetition of your message, secures high 
readership, and brings full color within 
a few feet of business prospects for a 
last minute reminder. Moreover, it ‘is 
flexible, inexpensive to buy, and easy 
to use. 

This media is called transportation 
advertising, which we will discuss here 
as car card advertising—carried by 
street cars, buses, subways, elevated and 
suburban trains. 

From every part of the country, we 
have enthusiastic reports from banks 
using car card advertising. They tell us 
that it is giving them a satisfactory 
answer to the problem of selling to the 
urban market. 


Minimum advertising headaches. These 
bankers report that car card advertising 
gives a minimum amount of advertising 
headaches. It is easy to purchase, and 
puts the advertising message where the 
sponsor wants it to go with the minimum 
amount of advertising waste circula- 
tion. Ordinarily, car card advertising is 
purchased on the basis of full service 
(a card in every vehicle), half service 
(a card in every other vehicle), and 
quarter service (a card in every fourth 
vehicle). 

The local cost can be determined, 
generally, by use of the transportation 
advertising section of the Standard 
Rate & Data Service. This book is avail- 
able at nearly every public library. The 





nly C dime 








ADIME 
A CHECK 


Colorado National Bank, Denver, Colo. 


A car card holds its mass audience “captive” for 20-30 minutes 


standard unit is one month, and rates 
are usually set for 12 months of con- 
secutive service. You can get shorter 
periods of time, but these are usually 
contracted for at a _ slightly higher 
charge. 

The advertiser’s own suggestions are 
used in planning the cards, and he has 
the right of approval before the final 
versions are made up for display. Most 
of the local operators have complete 
facilities for producing the car cards 
for the local accounts. 

The placing of the cards in the 
vehicles is covered by the overall charge. 
However, if the advertiser should want 
the cards changed more than once a 
month, there is usually an additional 
service charge for the extra service. 

To assure a well-balanced showing of 


the cards, the local operator always 
keeps an exact record of the card place- 
ments in every vehicle. 

Reasons for enthusiasm. What specific 
reasons do bankers who are using this 
media give for their enthusiasm? 

One reason is that the mass audience 
is already in existence. Most other ad- 
vertising medias must create an audi- 
ence. The car card audience is already 
in existence. 

Said a Cleveland banker, “We are 
sold on this media because we reach the 
people of our city regularly. In the 
average city, eight out of ten people 
over 15 years of age, ride public transit 
and are exposed to car card advertising. 
The figures I have on my desk reveal 
that this includes 76 per cent of all 
men, 84 per cent of all women, and 81 


Transportation ads bring repetition, high readership; are flexible, inexpensive, easy to use 


Farmers & Mechanics Savings Bank in Minneapolis, Minn. 


Central National Bank of Cleveland, Ohio 





“I bank where they 
specialize in savings... 
Farmers & Mechanics.” 


Fernon A. Boe 
4415 Elmer Ave. 








Bank of America, San Francisco, Calif. 
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per cent of all the housewives. That’s a 
high percentage for our money.” 

A California banker reported, “We 
like the repetition of our message for 
our money. Most city folks ride the 
transit system and most of them ride it 
regularly. According to our surveys 
nearly 65 per cent of the men and almost 
60 per cent of the women ride from four 
to ten times or even more each week. 
And all of these folks are going to see— 
and most of them remember—our mes- 
sage.” 

The time element. From Colorado, a 
banker told us, ‘““We think that one of 
the greatest advantages is the time ele- 
ment. The folks we reach through car 
card advertising are actually locked in 
with our advertising message for a time 
period of around 20 or 30 minutes. With 
other kinds of advertising, there are all 
sorts of diversions and distractions, but 
a regular rider doesn’t have much else 
to do except look at—and read—the ad- 
vertisements. Our advertisements get 


more than a casual glance. They get | 





read! And it is proving a wonderful and | 
effective last-minute reminder as folks | 


are riding to town where we are 
located.”’ 

A letter from an Indiana banker 
stresses these points, ‘‘We think our car 
card advertising gives a great deal of 
selling power for the money invested. 
We know it gives a low cost per thousand 
circulation. It gives us a mass urban 
market coverage. It is close to the point 
of service, and because of the travel 
conditions, we get a high readership. 
We feel that the effect it has for selling 
to the urban public is terrific and the 
cost for the results is amazingly low.” 

From Kentucky, a banker also re- 
ported getting full value for every trans- 
portation advertising dollar.. He said, 
“Transportation advertising in itself is 
a terrific medium for bankers stressing 
their urban market. We get even more 
for our money by having extra cards 
printed for use in our interior and 
window displays. Sometimes we _ use 
miniature copies for use in our direct 
mailings. It just cashes in more fully on 
the advertising principle of repetition 
and recognition and is giving us good 
results.” 

Not just baby billboards. From New 
York came still another testimonial 
from a banker using this media success- 
fully. He wrote, ‘‘We made the discovery 
that the car card is not just a baby bill- 
board. We’ve had good results with 
longer copy, amusing verses, some up 
to 75 words have pulled good results. 
We figured that if the rider were locked 
up for a twenty minute ride, and often 
four or five, or more times a week, we’d 
give the longer copy a try. It has been 
very satisfactory.” 

These are the reports from bankers 
all over the country, their experiences, 
reasons for their enthusiasm, and their 
tips for getting full value from trans- 
portation advertising. Because of the 
limited space facilities, this media will 
always be a small one. But today, 
through the National Association of 
Transportation Advertising, Inc., it is 
a well organized media, both in rates 
and service. 
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BUSINESS CONDITIONS IN 
SOUTHERN CALIFORNIA 





A 15-YEAR PICTURE 





FACTORY EMPLOYMENT: NEAR PEAK 


Manufacturing employment in the Los Angeles Metropolitan 
Area is currently exceeded by only two metropolitan areas in the 
nation—New York and Chicago. While employment in manufacturing 
locally is down 3 per cént from a year ago, the reduction is the 
smallest recorded by any large industrial area in the United States. 


Factory employment here is at a high level by historical stand- 
ards. The current figure is only 4% per cent below the all-time peak 
reached in November, 1943, at the height of World War II. It is 55 
per cent above the level prevailing just prior to Korea and 34 times 
the figure for January, 1940, when the World War II buildup was 


just getting under way. 


MANUFACTURING EMPLOYMENT 
LOS ANGELES METROPOLITAN AREA 


AIRCRAFT 
AND PARTS 


we ALL OTHER MANUFACTURING «, x 


THOUSANDS OF WAGE AND SALARY WORKERS 


1942 1944 1946 1948 1950 1952 1954 
RESEARCH DEPARTMENT — SECURITY-FIRST NATIONAL BANK OF LOS ANGELES 





MonrTu_y Summary OF Business ConpDiITIONS IN SOUTHERN CALIFOR- 
n1A, from which this excerpt was taken, is published regularly for 
friends and customers of Security-First National Bank by our Re- 
search Department. If you would like to receive it free of charge 
regularly, write Bank and Customer Relations Department. 
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Pittsburgh 

banking needs 














































Our total capital funds . . . Capital, 
Surplus and Undivided Profits... 
in relation to total resources and 
deposits place our Bank in a strong 
position among the banks of the 
nation. 

As of December 31, 1953, we 
had capital funds of $41,412,272; 
deposits of $494,013,888 and re- 
sources of $543,318,994. 

When you have need of banking 
service in the important Pitts- 
burgh area, we invite you to 
“Think of Peoples First.” 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member Federal Deposit Insurance Corporation 














Publie Service Pays Dividends 


First National, Fort Lauderdale, Florida, provides customers with 
every possible service, but keynotes its policy with friendliness 














Maintaining a public library is nothing 
unusual for a municipality, but it is 
something out of the ordinary when a 
banking institution provides such a 
service. Recently, the First National 
Bank in Fort Lauderdale, Florida, estab- 
lished one for the use of customers and 
non-customers alike. 

The library is an attractively decorated 
room leading off from the main lobby of 
the bank. It contains all types of gcneral 
magazines and literature, plus books on 
finance, law and business in general. 
Equipped with a large center table and 
ten chairs, it is open to anyone during 
banking hours. It is also available for 
club and civic meetings after hours by 
appointment. Several local organizations 
hold all of their regular meetings there. 

A growth factor. The people of Fort 
Lauderdale were not in the least sur- 
prised when the library was opened, for 
this is but one of many features main- 
tained by the bank for the general pub- 
lic’s benefit. In fact, providing unusual 
services to both its customers and the 
public has been one of the key factors in 
the success story of this institution. Its 
unusual growth since it first opened its 
doors in 1937 can be traced directly to 
the bank’s consistent adherence to this 
policy. 

Since 1937 the bank has grown from 


deposits of $561,990.10 to $33,596,716.29 
at recent date, and from six to 108 officers 
and .employees. Beginning in a single 
ground floor room, the institution now 
owns its own three-story building, and 
the drive-in tellers alone take care of an 
average of 800 customers a day. 

Variety of services. One of the bank’s 
first ventures in the public service field 
was offering Time-of-Day service which 
made the correct time available to anyone 
within reach of a telephone. Success of 
this feature can be judged by the fact 
that an average of 5,000 calls are re- 
ceived every 24 hours. Leasing and main- 
taining the device costs the bank $300 a 
month, but according to Vice-President 
Harry A. Judge the resultant publicity 
and good will engendered is worth far 
more than the cash expended. 

The bank’s non-profit employees’ cafe- 
teria also plays a role in the public serv- 
ice program. After banking hours the 
public is welcome to hold meetings and 
other activities there. The room is con- 
verted into an auditorium that will seat 
150 people by opening the folding doors 
between the cafeteria and the directors 
room. Many clubs and groups find this 
well-lighted, air-conditioned room a boon 
to their gatherings, and the bank’s tele- 
phones ring constantly with reservations 
for its use. 


Two of the bank’s good will services that “pay off” 


Anyone can use the well-stocked library by day; civic groups meet there at night 
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Alert for new ideas. This progressive 
bank is always on the alert for new ideas 
which can be adapted for the benefit of 
its customers. For some time it has pro- 
vided adding machines in the lobby, as 
well as free telephone service. 

The First National’s first drive-in 
tellers’ window was put into operation at 
the rear of the building in 1948, and 
people were urged to enjoy “Banking in 
the Sun” through advertisements in the 
local paper. 

At that time, this feature not only de- 
lighted the bank’s old customers, but 
also brought hundreds of new ones—so 
many, in fact, that the one drive-in 
teller window proved inadequate and 
another was added that same year. Dur- 
ing the following year, two more were 
constructed to help handle the ever- 
growing traffic. Today the bank has five 
drive-in tellers, plus two patio tellers, 
where customers can quickly transact 
their banking business without entering 
the building. 

Other First National features include 
completely carpeted banking rooms, a 
night drive-in depository, and electric- 
eye doors. 

The bank’s program of giving the pub- 
lic more than is usually associated with 
such an institution is constantly paying 
dividends. In fact, it has attracted so 
many new customers that last year the 
directors authorized an $180,000 moderni- 
zation program. 

Smiles generate warmth. In keeping 
with the bank’s policy of providing serv- 
ice to the nth degree is the warm, pleas- 
ant atmosphere that greets the customer 
upon entering. Modernistic design; soft, 
warm colors; lovely murals; and sub- 
dued background music combine to help 
create this pleasing effect. However, 
most of the warmth is generated by the 
smiles and the friendly manner of all 
the employees, reflecting a sincere desire 
to be helpful to the customer. 

“This,” as President Charles L. Pierce 
points out, “is the keynote of our public 
service policy. We try to provide every 
material service that we can, but we feel 
that plain, old-fashioned friendliness and 
courtesy is still the best public service 
any organization can give to the public.” 


Patio for “banking in the sun” 
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BURGLARY 


Could your customers collect 
their accounts receivable 


...if their records were destroyed? 


Imagine it! One of your customers suddenly finding 
himself without any accounts receivable records! 


No way to tell who owes him money ... or how much 
... or for what. 


He’d be in a tight spot, wouldn’t he? 


Because when he doesn’t collect, he loses much more 
than the actual cost of his merchandise or services, 
He’s out overhead expenses, too. And out the profit 
he’d counted on. 


Under the circumstances, how would he meet his 
obligations to creditors? To you? 


Easily—if he has Accounts Receivable Insurance. 

This protects him against financial loss caused by the 
damaging or disappearance of his records. Many, 

many hazards are covered. Among them fire... storm... 
water damage ... earthquake ... explosion ... burglary. 


The cost of this broad-coverage insurance is moderate, 
the protection great. Why not suggest that your 
customers consult their Hartford Accident and 
Indemnity Company Agent or their insurance broker 
for the exact cost on their records? Or have them write 
us for a sample policy and complete details. 










Year in and year out you’ll do well with the 


Hartford | 


Hartford Fire Insurance Company ¢ Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company ° Hartford 15, Connecticut 
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New and Modernized Bank Interiors—In Pictures 


A variety of bank styling developments from many parts of the country 


























Bank Building Corporation of America 

Cleveland, Ohio. At the modernized Capitol Bank of Cleveland, structural 

columns are enclosed and check desks placed around them to keep traffic 
avenues open. Ceiling is acoustical tile 














Savannah, Ga. Full-length draperies frame 

the officers’ section in the modernized 

quarters of the Industrial Savings Bank. 

The original marble of the tellers’ counter 

was reset to form an attractive base and 
was capped with polished oak 


Guneen Company 

Westville, N. J. The renovated First National Bank of Westville has 

island-type tellers’ screens. The marble counter has natural walnut risers 
and a formica ledge. Walnut is used for partitions and woodwork 




















oul “se Corporation of America 
Muskegon, Mich. The modernized Muskegon Heights office St. Ann, Mo. The walnut, wall-hung chcck desks match the 
of the Hackley Union National Bank of Muskegon, features tellers’ counter at the new Bank of St. Ann, which was 

stainless steel, glass and travatine marble designed to handle maximum traffic flow during rush hours 





























Bank Building Corporation of America 


Cuneen Company 
Philadelphia, Pa. Non-glare lighting, acoustical ceiling and Roswell, N. M. In the lobby of the new First National Bank 
specially treated walnut are lobby features of the new Wood- of Roswell, the aluminum and glass-top check desks match 
land-64th Street office of the Beneficial Saving Fund Society the aluminum railings. The floors are terrazzo tile 


- 
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Cuneen Company 


Pennington, N. J. This addition to The First National Bank of Penning- 
ton houses an enlarged loan department, loan tellers’ counter and 


spacious officers’ quarters 


Taunton, Mass. The main banking room of 
the remodeled quarters of the Bristol County 
Savings Bank is finished in grained birch- 


Bank Building Corporation of America wood. Brown and white terrazzo flooring, 


Washington, D. C. At the Du Pont Branch of the Hamilton National modern fluorescent 
Bank, the structural columns are fabric covered with terrazzo base 
trim. The marble tellers’ counter has spot lights above each window 











Brooklyn, N. Y. This striking lobby mural is one of 

two included in the modernization of The Lincoln 

Savings Bank. One shows scenes in the life of 

Abraham Lincoln. The other contains the famous 

Lincoln quotation “Property is the fruit of labor.” 

Old-fashioned teller cages gave way to the modern 
counter above 
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lighting, glass-topped 
desks and comfortable chairs were installed. 
Taupe drapes cover the windows 








Grand Rapids, Minn. Built originally in 1937, the interior of The 
First National Bank was completely rebuilt recently with the 
pleasing effects shown above 


Norfolk, Va. At the recently completed Church Street branch of 
the Southern Bank of Norfolk, the wall surrounding the bank 
vault was covered with imported Italian Cremo marble 
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[Serer eer seen cms: 


This is the type of ship that will travel between Chicago and Europe when the St. Lawrence Seaway is com- 
pleted. Deadweight 7,850 tons; Length 462 feet; Beam 58 feet; Draft (loaded) 24 feet; Speed 16 knots. 


Chicago was a port before it became a city 


Much of Chicago’s early commerce was___ Last year more than 180 foreign ships 
water-borne—and the hustling littlecom- discharged cargoes at Chicago area docks 
munity wasa port beforeit becameacity. and loaded a wide variety of products 
Water traffic inthis area todayfarexceeds _for the outbound voyage. 

that of the Panama Canal. This bank’s activity in working with 
companies using Chicago Port facilities 
Chicago 29,929,000 tons 

Indiana Harbor 15,225,000 tons dates back many years. 


Buffington 1,138,000 tons P : ss i . 
Gary 7,093,000 tons Our experience in this field—with im- 





Total Chicago Port Area 53,385,000 tons porters, exporters, domestic shippers— 





Panama Canal 36,848,000 tons is available to your bank. 
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ROWLAND R. HUGHES 


THEME: 


ADJUSTING 


JOHN J. McCLOY 


Featured addresses will highlight the two general session programs 


TO CHANGED CONDITIONS 









GWILYM A. PRICE 


SOU AB. AL COMENTION 


Bankers at Atlantic City will consider their new responsibilities 
under the intensified competition that exists in today’s economy 


By 
GLEN CHRISTMAN 
Editorial Staff, Burroughs Clearing House 


TLANTIC CITY, with memories 
still fresh of its annual Miss 
America pageant, will soon wel- 

come another typically American 
event involving top “figures” of a dif- 
ferent sort. They will be banking lead- 
ers from financial centers and country 
crossroads throughout the nation. 
The occasion, of course, will be the 
80th annual convention of the Ameri- 
can Bankers Association. More than 
6,000 banker-delegates and their wives 
are expected to attend this four-day 
meeting, being held October 17-20. 





COVER PICTURE 


Reviewing pre-convention news pub- 
licity, from left: Lester Gibson, 
A.B.A. News Bureau director, the 
association’s President Everett D. 
Reese, and Executive Manager Merle 
E. Eeleeman. 
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The New Jersey Bankers Association 
will be the host. 

Two points almost sure to be 
touched upon in principal addresses are 
the return of intensive competition 
to the American economy, and the re- 


Convention Hall, activity center 














sponsibility of banking to adapt itself 
to the changing conditions. 

In the past year Everett D. Reese, 
president of the Association and of 
the Park National Bank of Newark 
(Ohio), has discussed these points at 
length in speeches before various 
banking groups throughout the coun- 
try. Speaking in West Virginia in 
mid-summer, he said, “We now have 
highly competitive markets. That is a 
normal condition to which everyone 
must adjust. Many business men have 
had no experience under such condi- 
tions. Many bankers have not oper- 
ated under conditions in which supply 
and demand are in balance or in which 
supply exceeds demand. 

“We can be sure that competition 
will remain,” Mr. Reese continued. “It 
is our responsibility to cushion the 
shocks and take up the slack. The chal- 
lenge requires that we take a new 
look, adjust our thinking to changed 
conditions, and be helpful in financing 
business in its conversion.” 

Again this year as last, prominent 
on the convention program are leaders 
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RAY M. GIDNEY 





GEORGE M. HUMPHREY 





H. EARL COOK 


Administration leaders are prominent on this year’s convention program 


in the Federal administration. These 
include Secretary of the Treasury 
George M. Humphrey; Comptroller of 
the Currency Ray M. Gidney; Director 
of the Budget Rowland R. Hughes; H. 
Earl Cook, Chairman of the Federal 
Deposit Insurance Corporation; Wal- 
ter Williams, Under Secretary of Com- 
merce, the Department of Commerce. 

In addition to the Federal group, a 
second distinguished list of headline 
speakers appears in the non-banking 
group. They are: James Q. du Pont, 
administrative assistant, E. I. du Pont 
de Nemours and Company, Wilming- 
ton, Delaware; John L. McCaffrey, 
president, International Harvester 
Company, Chicago, Illinois; and 
Gwilym A. Price, president, Westing- 
house Electric Corporation, Pitts- 
burgh, Pennsylvania. 

Talks by bankers to be featured on 
the program will be those by President 
Reese, the addresses of division presi- 
dents, and addresses by Benjamin 
Strong, president, United States Trust 
Company of New York, New York 
City; John J. McCloy, chairman of the 
board, and George Champion, senior 
vice-president, The Chase National 
Bank, New York City. 

Delegates planning to attend the 
convention have received a cordial wel- 
come from Frank A. Weber, president 
of the New Jersey Bankers Associa- 
tion and president of The Garden 
State National Bank, Teaneck, New 
Jersey. 

“It is my extreme pleasure,” said 
Mr. Weber, “to welcome my fellow 
bankers and their wives to the 80th 
annual convention of the American 
Bankers Association. It is particularly 
significant that Atlantic City was 
chosen, as this year Atlantic City cele- 
brates its centennial as the nation’s 
leading convention and resort city 
since 1854. 

“We eagerly await your arrival and 
we are looking forward to the oppor- 
tunity of extending every measure of 
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hospitality to make your visit a most 
enjoyable one. 

“Men of outstanding ability will 
address our convention, and the pro- 
gram that is being presented con- 
vinces me that this year’s A.B.A. an- 
nual meeting will go on record as one 
of the finest.” 

This year’s entertainment program 
promises to be “tops” in every way 
for both the delegates and their wives. 
On Sunday evening following the tra- 
ditional afternoon reception and tea, 
the delegates will hear a full concert 
by one of the world’s outstanding sym- 
phony organizations, the Philadelphia 
Orchestra, directed by Eugene Or- 
mandy. 

Another musical aggregation of 
world renown, the band and complete 
show cast of Fred Waring, will fea- 
ture the entertainment program for 
Tuesday evening. 

On Monday noon the A.B.A. will be 
host to the wives of the delegates at 
a ladies’ luncheon and fashion show 
in the ballroom of Convention Hall. 
Chairman of the ladies’ committee of 
the convention is Mrs. F. Raymond 
Peterson, wife of a former A.B.A. 


president who is chairman of the First 
National Bank and‘ Trust Company, 
of Paterson, New Jersey. 

Registration for the convention will 
be in Atlantic City’s huge Convention 
Hall, which is to be the center of 
activities. The general sessions will be 
conducted there, and it will also be the 
site of the information desk and ex- 
hibits. The meetings of the savings 
and mortgage division and trust di- 
vision will be held at the Jefferson 
Hotel auditorium. The state and na- 
tional bank division meetings will be 
held at the Casino Theatre on the 
Steel Pier. 

On Sunday the annual meetings of 
the A.B.A.’s commissions, committees 
and councils, which make up the asso- 
ciation’s working machinery, will 
mark the opening of the convention. 
On Monday the annual meetings of 
the four divisions and the election of 
their officers will take place. The 
general convention sessions will be 
held on Tuesday and Wednesday morn- 
ings. 

Agricultural breakfast. Mr. McCaf- 
frey of International Harvester Com- 
pany will be the featured speaker at 


A glimpse of Atlantic City’s attractions along the boardwalk 
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BENJAMIN STRONG 





HENRY KUGELER 


JOHN McCAFFREY 


JOHN KRESS 





WALTER BEYER 


SENATOR KNOWLAND 














N. BAXTER MADDOX 


The speakers’ list includes representatives of government, industry, journalism and banking 


the annual convention breakfast of 
the association’s Agricultural Com- 
mission. He will speak on “The Future 
of Mechanization in Agriculture.” The 
breakfast meeting will be held on 
Tuesday morning in the Vernon Room 
of the Chalfonte-Haddon Hall. Jesse 
W. Tapp, chairman of the commission, 
and vice-chairman of the board, Bank 
of America N.T. & S.A., Los Angeles, 
California, will preside over the meet- 
ing. 

Independent Bankers breakfast. 
Senator William F. Knowland of Cali- 
fornia, majority leader in the United 
States Senate, will be the guest of 
honor and speaker at the annual Inde- 
pendent Bankers Breakfast at the 
A.B.A. convention, it is announced by 
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Harry J. Harding, president of the 
Twelfth District Independent Bankers 
Association, which sponsors the event. 
The breakfast, a non-official but 
traditional feature of A.B.A. conven- 
tions, will be held on Monday morning 
in the Carolina Room of the Chalfonte- 
Haddon Hall. Senator Knowland will 
speak on “The 83rd Congress and its 
Activities with Respect to Domestic 
and Foreign Problems.” 

General sessions. President Reese, 
keynote speaker for the convention, 
will deliver the opening address at the 
first general session on Tuesday morn- 
ing at Convention Hall. Mr. Reese 
will report on the association’s activity 
over the past year and present his 
views on events of interest to bankers 


that appear to be shaping up for the 
future. 

Following the A.B.A. _president’s 
address, Secretary of the Treasury 
George M. Humphrey will extend his 
greetings to the delegates. 

A second principal address of the 
first general session on Tuesday will 
be delivered by Mr. McCloy of The 
Chase National. 

At the second general session on 
Wednesday, Budget Director Rowland 
R. Hughes will be the first speaker. 
He will be followed by Mr. Price of 
Westinghouse. During the second ses- 
sion the delegates will also hear the 
report of the nominating committee 
and witness the election of association 

See A.B.A. CONVENTION—Page 104 
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A big question of the day is whether such 
credits need insurance protection. 


Here’s one clear-cut viewpoint 






Title | or Conventional 
HOME IMPROVEMENT LOANS? 


O the surprise of no one, Con- 
} gress recently enacted a piece of 
comprehensive legislation called 
the Housing Act of 1954. To the dis- 
may of some, the legislation opens the 
way—with but one notable exception 
—for a far bigger role by the federal 
government in the housing field. 
The one notable exception was in the 
Title I phase of the Federal Housing 
Administration’s insurance program. 
In this area, there was a slight retreat 
from federal domination. This retreat 


By 
MORTON BODFISH* 


Chairman, First Federal Savings and 
Loan Association, Chicago 3, Illinois 


took the form of a slice in the insur- 
ance coverage from 100 to 90 per cent 
on Title I unsecured loans made by 
financial institutions and other lend- 
ing organizations. 

Slight though this cut in coverage 
was, it provoked a storm of worried 
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prompt manner, you have established a riot 


your home more attractive and more livable. 


ause credit has been established here 





cuicaco (3) 


AND LOAN ASSOCIATION or 
Financial 6-3500 


MEMORANDUM FOR THE HOMEOWNER WITH AN 
ESTABLISHED CREDIT RATING WITH FIRST FEDERAL 


your last improvement loan with this Association in a 
= nee credit r with us. 


is the time to 
Since SPRING will soon be here, we suggest that this 
start planning for those necessary repairs or improvements that will make 


may have the mon 


paid directly to you,. This will allow you to select your own materials and 
contractor. You merely send us the paid bills after the work is completed. 


lirst kederal Savings 


IMPROVEMENT 


Applies to 


LOAN PLAN 


lanning to add a room F.H.A. LOAN PLAN 
Perhaps you have a new garage in mind or are p' . i 
or have the kitchen or bath remodeled. These are only a few of the improve 

ments that may be made through a First Federal property improvement loan. 





1\OAN 


O per ‘100 Discount Rate | 


FIRST FEDERAL SAVINGS 


comment in many banking and lend- 
ing circles, and has caused some finan- 
cial institutions to think of dropping 
the Title I program. 

The broadness of this concern seems 
to suggest that a re-examination of 
Title I lending by all those in the fi- 
nancial fraternity is long overdue, and 
that certain questions need to be an- 
swered, including: (1) What is ‘the 

*Mr. Bodfish was for many years executive 
manager of the United States Savings and Loan 


League. For further details on his noteworthy 
career, see page 66. 





Property Improvement 


NOW BY MAIL 







ApPLy Pox your Improvement Loan to repair or mod- 
ernize your home or apartment building by mail — 
pupon below) or by phone (call Financial 6-3500). 
ro 
It’s easy, it’s fast, and i's low cost. 
© Loans to $2,500 on single fomily homes 
© Loans te $10,000 en two or more fomily 








@ No down payment 
‘ to repay 


“— 





‘ 


facts on First Federal’s 
| low-cost 
Property 

'MProvemen 
loan 





Convenient monthly payments will be arranged to fit your budget. For 
example: On a $500 loan for 36 months, the monthly payments would a 
$15.97. Loans for periods up to 60 months are also availzble if required. 
No down payment is needed under present regulations. 


Our Improvement Loan Department has been designed to give you prompt 


‘tion may 
and efficient service and, for your convenience, the entire transac 

be handled by mail. For complete information, just call Financial 6-3500 
and ask for the Improvement Loan Department. 


Sincerely yours, 


FIRST FEDERAL SAVINGS AND 
LOAN ASSOCIATION OF CHICAGO 


A. Andrew Boemi 
Vice President 


The association strongly promotes improvement 





PROPERTY IMPROV 
LOAN SERVICE 


© Conaplrte some sales Lanter 
© Deal oth reper ed leapratemiet Lose «Micon 
© No ped sae 


YOU SAVE TIME FINANCING WITH THE 
LARGEST SPECIALIZED 
HOME FINANCING INSTITUTION 
1N THE MIDWEST! 


First Federal Savings 


Lsoum DEARBORN » Financial 6.2500 


loans, and has an 








Neo doun Payment ined 


Easy monthly installments. 
budget fitted to your income, 


Payments as low as $10 per month. 





On Fi 
Improvement pr oidy wh Propeiny 
@s many as $ years to repay. 





Call our Propert, 

'y Improvement 
Department—F Inanciat 6.3500, me 
Getails on Ovement 
pans the impr YOU want to 


First Federal Savings 


AND LOAN Association OF CHICaco 
1 sours DEARBORN 


$11,000,000 portfolio 
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In a policy discussion, from left: Loan Officer Russell Sammons, Vice-President 
Raymond J. Graham, Chairman Bodfish, Vice-President A. Andrew Boemi 


They prefer non-insured loans, for good risks in good areas 


appropriate role of Title I lending? 
(2) How much Title I lending is really 
essential? (3) Is there an alternative 
to Title I in the unsecured property 
improvement finance field? 

Like many of the current housing 
programs of the federal government, 
the Title I program was a “depression 
baby.” As part of the National Hous- 
ing Act of 1934, it was designed, along 
with the remainder of the big FHA 
program, to serve as a pump-priming 
device to help lift the country out of 
the depression. Although the Title I 
FHA program was intended originally 
to serve only through the depression, 
it has, for a variety of reasons, ap- 
parently become a more or less perma- 
nent fixture in the nation’s home fi- 
nancing system. 


AS Title I really necessary? In 
1934, most of the manufacturers 
and suppliers of materials for use in 
home improvement and repair work 
thought so. So did most of the nation’s 
banks, who were inexperienced in this 
type of lending and reluctant to enter 
the field. But one of America’s top 
banks, The National City Bank of New 
York, didn’t think so. Its vice-presi- 
dent in charge of personal loans, 
Roger Steffan, appeared before the 
Senate Banking and Currency Com- 
mittee when it was considering Title I, 
and testified that his bank had a fa- 
vorable experience with improvement 
and repair loans on its risk. 
Pointing out that National City 
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Bank made 92 per cent of all requests 
for home modernization credit. Mr. 
Steffan said: 

“On loans made in 1928, our losses 
were 0.31 per cent. In 1929, 0.51 per 
cent, which was the worst year we had. 
1930, 0.31; 1931, 0.21. Our estimates 
indicate that it will be 0.19 for 1932, 
and 0.18 for 1933, and 0.16 for 1934.” 

And later: 

“As far as solvency is concerned, 


these loans can and are paid 9914 per 
cent by the borrowers themselves. 
Therefore, there is no reason why the 
type of loan that is suggested here, if 
made with equal care and the same 
credit investigation, should not be 
paid 99 per cent.” 

The carefully documented material 
prepared by Mr. Steffan should have 
given Congress pause to consider 
whether the Title I section was essen- 
tial, other than to establish a pattern 
and get financial institutions started 
in this field. 

Two years later, the FHA itself had 
little enthusiasm for continuing the 
program. At one point in his testi- 
mony before the House Banking and 
Currency Committee, FHA Commis- 
sioner Stewart McDonald said he 
“would have no particular objection” 
to abolishing the program. 

To quote from Mr. McDonald: 

“If you terminated activities on 
Title I of the Federal Housing Act on 
April 1 of this year, I do not think it 
would cause any slowing up to the 
business activity in the country gen- 
erally. We feel that Title I has already 
accomplished its objectives .. .” 

Even in the face of this lukewarm 
support from the Administraticn, the 
Congress extended the program, and 
there was little serious thought given 
its abolishment until the recent scan- 
dals were revealed. 

Through the 1930’s, the Title I pro- 
gram expanded at a slow pace, but by 
the outset of World War II, it had 
begun to pick up momentum. In 1939, 
the total Title I volume was $223,000,- 
000, and has shown a substantial in- 
crease each year since that time. In 
1948, the dollar total was $621,612,- 

See TITLE 1 OR UNINSURED LOANS—Page 106 
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Bank participation in the loan 


phase is encouraged 


The SMALL BUSINESS 
ADMIMSTRATIONS Program 


Business Administration are 

aimed at this objective: to assist 
in the survival and growth of small 
business firms. 

The banks of the country have a 
vital stake in the perpetuation of the 
smaller enterprises, and thus the pro- 
gram of the 8.B.A. is of direct con- 
cern to the private financing institu- 
tions. 

There are many facets to the Ad- 
ministration’s broad program of as- 
sistance, and its various areas of re- 
sponsibility—including that of credit 
extension—will be touched upon. 

The latest, and we believe one of 
the most constructive, of the S.B.A. 
projects has to do with management 
training. Proprietors of small firms in 
many sections of the country have an 
opportunity this fall to go back to 
school in the evenings, once a week, to 
hear their specific business problems 
analyzed and discussed by experts, and 
to bolster the weak points in their 
business education. 

Under the aegis of the Small Busi- 
ness Administration, a number of col- 
leges and universities are planning to 
offer these special courses this fall. 

The value of business management 
courses to proprietors of small firms 
was proved by the Small Business Ad- 
ministration last spring when pilot 
courses were conducted by the Univer- 
sity of Wisconsin, at Milwaukee, and 
by the University of Richmond, at 
Richmond, Virginia. 

Both pilot courses were completed 
and were highly successful—so suc- 
cessful that both institutions are re- 
peating their courses this fall. The 
pilot courses were attended by owners 
or managers of smaller concerns, in 
line with the decision of the Small 
Business Administration to concen- 
trate on these groups. 

Every business manager has to op- 
erate successfully to live. But he can 
and often does push administrative 


\* of the activities of the Small 
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A “pilot” course for business proprietors, at the University of Richmond 


Newest S.B.A. project: small business management extension courses 


matters aside until he has more time, 
and too often such a time never ar- 
rives. For this reason, the Small Busi- 
ness Administration has oriented its 
program towards training in adminis- 
tration, rather than the operation of 
business management. 

It should be emphasized that the 
Small Business Administration does 
not offer any business courses of its 
own. What it does is to work with 
established educational organizations, 
assisting them in developing appropri- 
ate courses. 

The pilot course at Milwaukee ran 
for two hours a night, one night a 
week, for eight weeks. Membership 
was limited to 15 owners or presidents 
of small manufacturing plants. The 
course was conference-led, resulting in 
discussions by those present. In other 
words, many of the ideas taken away 


each night were gained from the mem- 
bers of the class. 

In Richmond, the course was open 
to all classes of business owners—man- 
ufacturers, wholesalers, retailers, and 
owners of service businesses. They met 
three hours an evening, one evening 
a week, for eight weeks. The first two 
hours were given over to lectures by 
university men and business leaders; 
the last one to discussions, with man- 
ufacturers, wholesalers, and other 
groups meeting separately. The busi- 
nessmen used textbooks, and took 
class notes. 

Upon the completion of these 
courses, the businessmen attending 
were presented with certificates car- 
rying the seals of the University and 
of the Small Business Administration. 

By general vote of those who took 
the pilot courses, the subjects which 
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Loan review committee in actual session. From left: Lawrence S. Casazza, executive secretary of the committee; Arthur M. 
Rollins, director of the office of financial assistance; Administrator Barnes; 
Bingham, chief of the loan division, office of financial assistance 
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Banks participated in two-thirds of S.B.A.’s first 600 loans aggregating $35,000,000 
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Supplies further details 


they feel will help them most are: sell- 
ing, financial management, human re- 
lations, taxation, procurement, con- 
trols (cost records, inventory, etc.), 
production, buying and research. 

I believe that through these courses 
the Small Business Administration is 
helping open up an avenue for the col- 
leges and universities to get together 
with businessmen for the mutual de- 
velopment of a program which will 
benefit everybody and help strengthen 
the economy, raise the standard of liv- 
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ing and build a stronger Nation. 
Businessmen interested in these 
courses should write to the Small 
Business Administration, Washington 
25, D.C., for full information. If a 
course is not already in prospect in 
your area, perhaps one can be planned. 


S mentioned, the educational man- 

agement training activity is only 

one phase of the Small Business Ad- 

ministration’s program. Congress has 

placed upon it a number of responsibil- 
ities in these three areas: 

1. Helping small business gain ac- 
cess to adequate capital and credit. 

2. Helping small business to obtain 
a share of Government, procurement. 

3. Helping small business to obtain 
competent management, along with 
technical and production counsel. 

The greatest demand upon our time 
and resources has been in the financial 
area. The Small Business Administra- 
tion has made about 600 loans to small 
firms, totaling about $35,000,000. Two- 
thirds of these loans are made in par- 
ticipation with private banks, and only 
one-third are direct loans. 

Thus the Small Business Adminis- 
tration is helping to provide term 
credit to small firms, and it is doing 
this job not alone with Government 
funds but is helping to strengthen cus- 
tomer-bank relationships in many 
communities. I believe that these rela- 
tionships will be of lasting value, in 
that they frequently open up lines of 
private credit for the small firms. 

I want to emphasize that the private 
banks of this country have done and 
are doing a good job in providing the 
credit needs of our businessmen, We 
are not competing with them. We plan 
to offer our loans for sale to the banks 


as soon as they have been “seasoned” 
and are of proved value. 

Another service of the Small Busi- 
ness Administration is to help small 
firms get contracts with the Govern- 
ment. This is important because the 
Government of the United States is 
the largest purchaser of goods and 
services in the world, and Congress 
has established the policy that a “fair 
share” of these purchases go to small 
firms. 

We have procurement specialists in 
the main purchasing offices of the 
Armed Services, and there most of the 
proposed purchases are screened. 

Those found suitable for award to 
small business, if jointly agreed to by 
the Small Business Administration 
and the military, are earmarked and 
reserved exclusively for competitive 
award to small firms. 

Under this program, with the co- 
operation of the Department of De- 
fense, more than $240,000,000 in prime 
contracts alone have been earmarked 
for small firms. In addition to this, the 
Small Business Administration is ac- 
tive in helping small firms get sub- 
contracts from firms holding large 
prime Government contracts. 

Our financial specialists provide 
counselling service and are frequently 
able to help the proprietor of a small 
firm solve his financial problem with- 
out a Government loan. 

Also, we offer technical and man- 
agerial assistance on a wide range of 
subjects. This includes help with prod- 
uct development—finding new uses and 
new applications for items produced by 
small firms. There are hundreds of 


small firms whose proprietors have 
ideas for improved or new products 
See SMALL BUSINESS PROGRAM—Page 102 
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And his views on the responsibilities 


of bank management in an expanding economy 


HOMER LIVINGSTON— 
AS Banker and A.B.A. Leader 


By HENRY J. BOONE 


Editor, Burroughs Clearing House 


S vice-president of the American 
Bankers Association, Homer J. 
Livingston has spent a good part 

of the past year working with bank- 
ing groups around the country and 
particularly giving them his views on 
bank management’s role in the coun- 
try’s expanding economy. 

“If we are to measure the responsi- 
bilities of banking leadership today,” 
he has told those groups, “we need to 
understand clearly the vastly enlarged 
economy in which banks are now 
functioning. We must understand the 
significance of the far-reaching social, 
economic and political changes that 
have been taking place. We must un- 
derstand that the flow of world events 
and the gigantic strides of the Ameri- 
can economy are compelling banks 
and businesses to re-examine their 
policies and their objectives.” 

Mr. Livingston’s views take on spe- 
cial significance as the time rapidly ap- 
proaches when he will succeed to the 
presidency of the American Bankers 
Association. The conclusions he pre- 
sents are the results of both a long 
period of association activity and a 
solid career in banking, served at The 
First National Bank of Chicago, of 
which he is president. 

As he looks at bank management’s 
job, he notes the substantial growth 
that has taken place in the country’s 
population, the great enlargement of 
the middle class, the 350 per cent in- 
crease in disposable income since 1939 
and the quadrupling of the gross na- 
tional product in the same period. 
Meanwhile, from 1939 to 1953, he 
notes that the loans of all banks have 
gone from $22-billion to $81-billion 
and bank deposits from $68-billion to 
some $200-billion. Even the smallest 
banks are large compared to a few 
years ago, he adds. 
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Mr. Livingston has been at this financial landmark since 1922 


Thus, when the demands upon banks 
from the domestic economy have mul- 
tiplied and there is further expansion 
ahead, and when the American econo- 
my has come to have such a far-reach- 
ing influence on the economies of all 
nations, he declares that American 
banking must be adequate to discharge 
the responsibilities and the challenges 
that are inherent in its leadership. 

To be specific, he names three 
fundamental responsibilities for bank 
leadership. The first of these responsi- 
bilities, he says, is to provide highly 


competent management for the banks. 
And here is the way he lists the essen- 
tials on management: 

Banks are obligated to provide 
credit facilities for their communities. 
They must have something more than 
a casual acquaintance with the busi- 
nesses and industries they serve if 
they are to take care of credit needs 
intelligently and at the same time pro- 
tect their own depositors and stock- 
holders. 

Bank officers need to be better quali- 
fied to analyze balance sheets, profit 
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AT THE BANK ... Mr. Livingston conferring with a customer, 
Burton W. Hales, president, Hales & Hunter Company, Malsters 


AT HOME ... With Mrs. Livingston and son, Homer Livingston, Jr. 





AT A.B.A. ROSTRUM ...A now familiar role 





Typical glimpses of the banker who will succeed to the A.B.A. presidency 


and loss statements, surplus accounts, 
and budgets. They need to study eco- 
nomic conditions and the effects of 
those conditions on the businesses of 
their customers. 

Because 35 per cent of total bank 
deposits are invested in United States 
Government obligations, and almost 
10 percent in other securities, the in- 
dividual bank should assign at least 
one person to studying interest trends 
and the bond market every day. It is as 
unwise to be complacent about a bond 
account as it is to neglect the loan 
portfolio. 

Banks need to review regularly the 
problem of building capital accounts. 
In 1953, deposits were almost three 
times as large, and loans were over 
three and one-half times as large, as 
they were in 1939; and yet capital ac- 
counts only doubled in the same pe- 
riod. Banks need still larger capital 
accounts for the losses during pos- 
sible periods of business decline. 
Equally important, banks need con- 
stantly to build capital to take care of 
expanding credit demands. A bank 
that wants to grow with its commu- 
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nity and its business customers must 
have a growing capital structure. 

Good management also necessitates 
a good auditing and control system in 
every bank. Poor accounting practices 
and poor auditing controls are inex- 
cusable in any bank. If a bank is too 
small to have competent auditing, then 
management may provide periodic 
audits by able outside accountants. 

There is at least one other require- 
ment, a carefully considered plan for 
employee training and for the develop- 
ment of successor management. The 
growth of a bank rests squarely upon 
its officers and employees. 

Strong internal management, says 
Mr. Livingston, is thus the first re- 
sponsibility of bank leadership. 


HE second responsibility, he de- 

clares, is no casual or incidental re- 
sponsibility. It is to understand the 
operation of the entire banking system 
of some 15,000 banks. This necessarily 
requires an understanding of the Fed- 
eral Reserve System, the money mar- 
kets, and government fiscal policy. 
Without competency in this field, he 


points out, no banker can discharge 
the full responsibility of his leader- 
ship. 

Only a few years ago, Mr. Living- 
ston recalls, such terms as money sup- 
ply and open market operations were 
relatively unknown. Today, he says, 
they are part of the language of 
banking. The same is true, he notes, 
of bank reserves, the rediscount rate 
and other central banking terms. 

There are bankers, he says, who 
believe that reserve requirements gen- 
erally are on a level which is far too 
high. They also feel, he states, that it 
may not be good policy over a long 
period for the Federal Reserve System 
to hold an amount of government obli- 
gations as large as is now held in the 
System’s portfolio. These bankers be- 
lieve that it might be desirable grad- 
ually, over a period of time, to reduce 
reserve requirements and then to offer 
holdings from the System’s portfolio 
for investment by the banks. That, he 
says, represents a fundamental aspect 
of the operation of the banking system 
and emphasizes one reason why it is 
important to consider these matters 
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carefully and to be thoroughly in- 
formed on them. 

The third responsibility that is 
essential to meet fully today’s require- 
ments for management leadership, is 
to. have an intelligent understanding 
of world banking and financing prob- 
lems. Mr. Livingston sees it as a re- 
sponsibility that assumes great pro- 
portions. 

At the minimum, he says, the banker 
ought to have an intelligent under- 
standing of the monetary, fiscal, and 
economic problems of such nations as 
Canada, Great Britain, France, Ger- 
many, Italy and Japan. Despite the 
political uncertainties and the con- 
fused economics of the world, there 
can be no withdrawal from facing the 
issues nor does he see how American 
banking can sever the ties of trade 
and finance that bind it to the world. 

If the reader feels that Mr. Living- 
ston’s listing of the responsibilities of 
bank leadership represent a standard 
of perfection, he will find that Mr. 
Livingston is in agreement with this 
appraisal. He will also find, however, 
that Mr. Livingston feels strongly that 
a dynamic American economy, closely 
interwoven with the economies of the 
world, demands this high objective. 

All of this does not mean that 
Homer Livingston, as a person or as 
a top bank executive, is a perfectionist 
or that he is lacking in those warm, 
human qualities so necessary today 
for true leadership. He possesses these 
qualities in ample measure. He is 
sympathetic and friendly, with an 
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The First National is noted for the divisional separation of its business loan activity, pictured above 


Mr. Livingston’s ‘personal emphasis on strong organization and team play will be A.B.A. assets 


innate modesty. He is a team-play 
leader, which is exemplified by the fact 
that he is known to practically all of 
his own bank’s other officers as 
“Homer.” 

On the career side, it is noteworthy 
that he follows in the footsteps of such 
First National presidents as Lyman J. 
Gage, who later became Secretary of 
the Treasury; as James B. Forgan, a 
national figure and one of the bank’s 
great builders; and Edward. Eagle 
Brown, the bank’s present chairman 
of the board, whose opinions were 
widely sought during the days of the 
great depression and who, with Mr. 
Livingston, has piloted the bank 
through its greatest expansion era. 


T was Mr. Brown, in fact, who 

launched Mr. Livingston on his ca- 
reer with the bank. In 1922, Mr. 
Brown, who was then the bank’s gen- 
eral counsel and head of its own legal 
department, needed a law clerk. He 
called the Dean of John Marshall Law 
School for the name of a like candidate. 
“The best man in school,” the Dean is 
reported to have replied, “is in the 
second year class: Homer Livingston. 
Take a look at him.” Mr. Brown looked, 
and Homer Livingston became a mem- 
ber of the staff. 

Mr. Livingston continued his stud- 
ies, however, and was graduated from 
the school, with an L.L.B. degree, in 
1924. Subsequently, in 1952, he was 
awarded an honorary L.L.D. degree 
from Washington and Jefferson Col- 
lege, Washington, Pennsylvania. In 





1930, he became an assistant attorney; 
in 1934, attorney; in 1944, counsel; 
and in 1945, vice-president. 

In the meantime, after graduation 
from law school, Mr. Livingston em- 
barked on the study of banking: 
credits, loans, deposits, investments, 
bank management, and banking law. 
He became a director of the bank in 
1948 and president in 1950, at the age 
of 46. | 

By that time, he had already en- 
gaged in bank association work. In 
the American Bankers Association, he 
was a member of the Committee on 
Federal Legislation and chairman of 
the Subcommittee on Bankruptcy from 
1940 to 1950, and he was a member of 
the Credit Policy Commission from 
1949 to 1950. He served as chairman 
of the Voluntary Credit Restraint 
Committee for District 7 in the post- 
war program. He also served as a 
member of the Legislative Committee 
and the Council of Administration of 
the Illinois Bankers Association in 
1944-45. 

Mr. Livingston is chairman of the 
executive committee of the stock trus- 
tees of the Monon Railroad and, be- 
cause he has an affinity for railroading, 
takes frequent rides in the road’s loco- 
motives. He is a director of Sears, 
Roebuck and Company, of the Conti- 
nental Casualty Company and the Con- 
tinental Assurance Company, and pres- 
ident of the National Safe Deposit 
Company. 

He has long been active in Chicago 

See HOMER LIVINGSTON—Page 98 
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For More than Half a Century 


117 Bombs... 


in all parts of the 
country have been Hanover 
correspondents 


A Kansas Banker writes: 


‘“‘We depend on you folks as our principal 
correspondent, and through the twenty-five 
years I have been associated with the bank 
and, as far as I know, through the over fifty 





we have been a depositor with you, we have 
never been disappointed in your response 
to our requests.” 


A Bank Is Known By The Correspondents It Keeps 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 
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Finally down to tidewater, some 250 miles 
P. PB ; ° ; from its source, the Potomac flows deeply and 

otomac Ortralt quietly beneath the Francis Scott Key Bridge 
at medieval-appearing Georgetown, D.C. 
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The RIGGS NATIONAL BANK | 


of WASHINGTON, D.C. 





FOUNDED 1836 ¢ LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation ° Member Federal Reserve System 
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WASHINGTON VIEWPOINT 








Federal Debt Limit 
Figures in Financing 

Exercising its $6 billion temporary 
extra borrowing authority, the Treas- 
ury Department is back in the market 
for new money, with the somewhat 
ardor-cooling knowledge that it has to 
be paid back by June 30, 1955. That is 
when the public debt must be brought 
back down to the statutory limit of 
$275 billion. 

A $4 billion note issue, dated October 
4 and maturing in 2 years and 7 
months, at 154 percent, constitutes the 








Secretary Humphrey, Budget Director 
Hughes 


Reviewing the 1955 budget 


first bite. Treasury officials believe that 
the $4 billion amount will be sufficient 
to carry them through the fall months, 
when tax collections are lean. About 
December 1, when the next refinancing 
of maturing issues comes up, there 
will be time to “take another look,” 
and determine how much of the re- 
maining $2 billion is to be raised, and 
by what means. 

For the fiscal year, ending next June, 
Budget Director Rowland R. Hughes 
estimates that the Treasury will pay 
out about $1.8 billion more than it 
takes in. This is after counting as 
receipts the money received in social 
security payments, which are normally 
regarded as outside the Federal oper- 
ating budget. Omitting the social 
security transactions, the deficit be- 
comes an estimated $4.7 billion. 

While these deficit figures were 
issued by Mr. Hughes and Secretary 
of the Treasury George M. Humphrey 
with obvious disappointment, there 
was no sign of discouragement. The 
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By JOHN DONOGHUE 


Washington Correspondent 


Administration’s aim, Mr. Humphrey 
said, has been and still is to bring the 
budget into balance. There were two 
principal reasons for foreseeing a 
deficit this year, he said. One was the 
action of Congress in cutting excise 
taxes a bit more sharply than the 
Administration recommended. The 
other was the business decline, which 
caused a slackening of corporation 
profits and a correspondingly decreased 
tax collection from this source. 

Assuming that the Treasury does 
borrow the entire $6 billion of “over- 
draft” authorized by Congress, the 
bunched-up tax collections from cor- 
porations in the first half of 1955, 
under the Mills plan, should be suffi- 
cient to pay off the extra borrowings 
before the June 30 deadline. The 
Treasury is confident that it can be 
done, though not very comfortably. 

There is one great variable that runs 
through all Federal budget estimates, 
affecting their reliability most mark- 
edly. This is the amount of money 
which has to be raised for farm price 
support loans. The reason this amount 
can only be guessed at is that the 
initiative rests not with the Govern- 
ment but with millions of farmers, 
each of whom will decide for himself 
whether his economic interest is to 
hold his crop or put it on loan. 

In December, if the indications are 
for a heavy crop loan season, the 
Treasury can be expected to pick up 
some of its remaining $2 billion in 
the form of another issue of Commod- 
ity Credit Corp. certificates of partici- 
pation. A top Treasury official gave 
$1 billion as a guess on this point— 
subject, of course, to the unpredict- 
able behavior of crop loan figures. 

It is not necessary for the Treas- 
ury securities issued under the tem- 
porary borrowing authority to mature 
when the authority expires next June. 
There are plenty of older issues ma- 
turing in the spring, and they can be 
permitted to run off with only partial 
refinancing. 

Barring a miraculous money-saving 
achievement in the preparation of the 
budget to be presented next January, 
next year’s events are likely to be 
more of the same. The Treasury will 
not comment on whether Congress will 
be asked for another temporary debt 
limit increase next year. Questions 
are parried with the comment, “Let’s 
wait till we see the budget.” 


Faster Mortgage Service 
Being Pushed 

Both the Veterans Administration 
and the Federal Housing Administra- 
tion are endeavoring to eliminate an- 
noying delays in getting home pur- 











Now — BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM—Tubular Frame con- 
struction—STRONG and RIGID, 
yet Surprisingly Light. They make 
upper boxes more rentable. 

Always Bright, Neat Looking—no up- 
keep cost. Rubber feet prevent slipping. 
NON-SKID Rubber Treads on One- 
piece Cast Aluminum steps. 10” between 


steps in both models. Top step 934”x16”. 
Lower steps 9”x14”. 


2-STEP MODEL—No. 202 


20” high, 17” ide, 
18%” long. Price $95.00 


F.O.B. Detroit, Mich. 
3-STEP MODEL—No. 303 


30” high, 17” wide, 26” 
long. Price F. O. B. $397.50 
Detroit, Mich .. . 
(with casters add $5.50) 
3-, 4-, 5- and 6- STEP SAFETY LADDERS 
now available, 10 day shipment. 
Write for details or send order to 


D. R. CARD CO. 


830 Merchandise Bidg. 
MINNEAPOLIS 3, MINN. 
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Tue office pet—the new Morris 
SAFE-T-SET with our exclusive safety 
feature, is “house-broken!”’ Tip it... 
tilt it... turn it upside down. It won’t 
spill. It won't leak. I's Puddle-Proof! 
—can’t soil clothing. The SAFE-T-SET 
well is easy to fill—holds many months 
supply of ink. Choose the color and 
Morris hard-tip pen point you like most. 
The new puddle-proof SAFE-T-SET is 
manufactured by the foremost name in 
the field of matched desk-top equipment 
—Morris. See your stationer or office 
supplier today. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, L.A. 48, CALIF. 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd. 
Montreal, Quebec 





chase deals officially cleared. 

Local V.A. offices are now offering 
three-day service for clearance of loan 
guaranties in cases of purchases of 
older homes by veterans. This applies 
to one-family dwellings at least one 
year old. The plan is that the lender 
telephones into the V.A. office the 
essential data on the transaction and 
unless difficulties arise the answer is 
telephoned back and all the parties 
can relax. The V.A. says that the 
three-day service plan will not apply to 
one of a group of similar houses being 
offered for sale. : 

F.H.A., meanwhile, is trying to work 
out an answer to the delay caused by 
required compliance with the new law 
that provides for an appraisal of the 
property before the contract is signed 
into final agreement. Commissioner 
Norman P. Mason is suggesting a 
form of conditional contract. In it, the 
prospective buyer puts up his earnest 
money and awaits the appraisal. If, 
upon reading the appraiser’s estimate 
of the value and condition of the house, 
he becomes dissatisfied with his bar- 
gain, he may step out of it without 
losing his earnest money. 
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New Farmers’ Term Loans 
Called “*Missing Link’’ 


An open-end type of mortgage 
“which advances the credit only as 
fast as it is needed, and calls for re- 
payment only as fast as the new cap- 
ital will yield additional returns” is 
the answer to the problem of aiding 
young families to get started as farm- 
ers, according to the National Plan- 
ning Association. 

The Association’s Agriculture Com- 
mittee sees no dearth of farm credit 
generally, but believes that there is a 
definite lack of the right kind of credit 
to give the “beginning farmer” his 
start. The group concedes that banks 
cannot lend risk capital and in most 
cases would be unable to undertake to 
supervise a term loan properly. Pro- 
duction credit associations are also ex- 
cused on similar grounds from pro- 
viding the “missing link.” Just who 
would provide the term credits is not 
detailed. 

One suggestion offered is that the 
term loan repayments should be geared 
to the farmer’s crop and price experi- 
ence as he gets started. In a bad year, 
he would make reduced payments, or 
maybe none at all. In a very good year 
his payments would be greater than 
normal. 

The Association does not recom- 
mend that the Government undertake 


| any of this term credit program, either 


in providing it or supervising it. The 
nearest thing to it in the Government 
is the Farmers Home Administration, 


which extends and guarantees long- 
term mortgage loans and provides 
short-term production credit but—as 
the N.P.A. points out—does not oper- 
ate in the intermediate area. 

The experience of the Farmers 
Home Administration and its prede- 
cessor, the Farm Security Administra- 


. tion, is that the administration of a 


Government supervised loan program 
cannot but be paternalistic in nature, 
and consequently controversial. So far, 
none of the major farm organizations 
appear to have supported the open-end 
term loan plan. 
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Savings Bond Sales and 
Other Savings Rise 

At mid-September, the Treasury De- 
partment reported total Series E and 
H savings bonds sales of $3,590 mil- 
lion since January 1. This is $406 mil- 
lion higher than the corresponding pe- 
riod of 1953, in spite of the fact that 
the period covered represented a down- 
swing of the business cycle. 

Another fact which gave Treasury 
officials considerable satisfaction is 
that the net margin of sales over ma- 
turities and redemptions has increased 
this year by $177 million and is still 
expanding. 

The Treasury’s success in increas- 
ing the savings bonds sales tempo is 
matched by increases in the time de- 
posits of insured commercial and mu- 
tual savings banks. The Federal De- 
posit Insurance Corporation figures 
show that during the fiscal year 1954 
the nation’s insured commercial banks 
increased time deposits by 8 per cent 
while mutual savings banks showed a 
9 per cent increase. 

There is today a lively discussion 
among supervisory officials and execu- 
tives in the thrift and savings indus- 
try over the efficacy of increasing in- 
terest and dividend rates as a means 
to attract savings. It is a continuing 
discussion, which had its origins a few 
years ago when the Home Loan Bank 
Board cautioned the savings and loan 
industry against excessive dividend 
advertising. 

The time has now come when even 
the conservative savings banks are 
being advised to stop, look and listen. 
Noting that in the past year the num- 
ber of Connecticut savings banks pay- 
ing more than 2% per cent has jumped 
from seven to seventeen, State Bank 
Commissioner Lyn K. Elmore ob- 
serves that this “edging-up” of rates 
is flying in the face of a generally 
downward cost-of-money trend. Mr. 
Elmore’s attitude of caution is shared 
by Washington supervisory officials 
generally. At the Home Loan Bank 
Board, there is a feeling that any 
further competitive dividend increases 
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MAKE THE MOST 
OF YOUR 
OPPORTUNITIES IN 


ANAD 


ooo THROUGH THE 
CANADIAN BANK 
OF COMMERCE 


It’s a big country, Canada... in 
more ways than one. Every day, 
new “square miles of opportunity” 
are opening up within this 
vast country. 
To a businessman in the United 
States, regardless of what he buys, 
sells or makes, Canada means 
additional sources of supply, 
increased manufacturing facilities, 
or broader markets. Wherever he 
does business in Canada—in the 
Maritimes, the industrial east, the 
western plains and oil basins, or the 
Pacific coast, The Canadian Bank 
y of Commerce can smooth his way 
with sound information and 
complete banking facilities. 
Bankers and businessmen are 
invited to make use of our services. 
W rite— 


The Canadian Bank of Com nerce_ J 


HEAD OFFICE—TORONTO 

New York « San Francisco * Los Angeles 
Seattle * Portland, Ore. 

Over 650 Canadian Branches 


One of the world’s largest 
banks, The Canadian Bank of 
Commerce has over 650 
branches throughout Canada 
... is in a strategic position to 
meet your banking requirements 
... can keep you informed 

of trends and opportunities 
anywhere in the country, 
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"THE STOKES SYSTEM" 


Quality Products Co., Inc. 
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would more weaken than strengthen 
the institutions, through paying out as 
dividends money that should be added 
to reserves for future institutional 
strength. 

Significantly, the Home Loan Bank 
Board during September announced 
that it would not approve a once-popu- 
lar proposal that extra bonus dividends 
be permitted when funds are permitted 
to remain undisturbed in an institu- 
tion for a stated period of time. 
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R.F.C. Liquidation Nets 
$181.2 Million in Year 

The United States Treasury was the 
gainer by $181.2 million as a result of 
the first year’s liquidation operations 
by the Reconstruction Finance Corpo- 
ration and present estimates indicate 
that another $34.3 million will be con- 
verted into Treasury receipts during 
the fiscal year now in progress. 

There are only nine banks remain- 
ing on the list which once numbered 


| hundreds having preferred shares or 


capital debentures outstanding to the 


| R.F.C. Recently the agency accepted 
| a write-off of about one-third in trans- 


ferring its interest in a bank to a pri- 
vate holding company. The is the first 
instance of the R.F.C. having to write 


| down an asset in order to meet its 
| market. 


Agency officials insist that although 
there may be some write-offs during 


| the process of liquidation, they have 
| by no means abandoned the policy of 


squeezing out every nickel that a se- 
curity is worth. They point out that 
by biding their time on the contro- 
versial Baltimore and Ohio Railroad 
loan, they were able to obtain a “very 
satisfactory price.” 


° ° ° 


Title I Rate Reduced 


Commissioner Norman P. Mason of 
the Federal Housing Administration 
has announced a reduction of the Title 
I home-improvement loan insurance 
premium rate from 0.75 to 0.65 per- 
cent. The reduction is the direct actu- 
arial result of the fact that under the 
new law the lender is required to par- 
ticipate in all risks to the extent of 
10 per cent of losses. Under the old 
law, the lender was fully covered up to 
10 per cent of his entire registered 
portfolio, and the actual suffering of 
loss by lenders was rare. 

However, the small reduction of 
premium may not be enough to satisfy 
supporters of the view taken by the 
American Bankers Association Instal- 
ment Credit Commission, namely, 
that by doing a good consumer bank- 
ing job, an institution can hold down 
its losses uninsured, and absorb them, 


at a cost considerably lower than the 
Title I premiums would mount to in 
the final run-down. 

The Administration’s own investiga- 
tion of Title I “abuses” as conducted 
by William F. McKenna, Deputy Hous- 
ing and Home Finance Administrator, 
notes the April 22 “removal” of Arthur 
J. Frentz, F.H.A. Assistant Commis- 
sioner in charge of Title I. The Mc- 
Kenna report stated that there was 
“no personal involvement” of Mr. 
Frentz. What cost the popular Assist- 
ant Commissioner his job was the fact 
that accused field officials were able to 
fix blame on the Washington office for 
“lack of action” toward tightening up 
administration. 
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Rather than undertake a hard-boiled 
debt reduction program, the Govern- 
ment should concentrate chiefly on 
lengthening the maturity of the pub- 
lic debt into the 5-to-10-year inter- 
mediate field and reducing the tre- 
mendous volume that matures in less 
than one year, according to the Com- 
mittee for Economic Development. 
After an 18-month study, the Commit- 
tee emphasized that the debt, under 
wise and proper management, can 
make a most useful contribution to 
economic stability. “Although there is 
not much hope for a small Federal 
debt,” in the foreseeable future, there 
is better prospect for reducing the 
burden by increasing the national in- 
come, the Committee believes. 


- 


The new tax law may affect the ad- 
vantages of long-term leasing over 
owning bank properties owing to the 
liberalized depreciation formulas. The 
declining balance method of deprecia- 
tion, according to Washington tax 
analysis sources, can give a commer- 
cial building owner a first year’s tax 
deduction almost twice as large as a 
leasehold arrangement. Admittedly, 
the advantage is not so great for a 
bank which owns its banking house out 
of capital instead of borrowed funds. 
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The practice of requiring a borrow- 
er to purchase insurance from a des- 
ignated agent as a condition to obtain- 
ing a loan may soon be outlawed. A 
Senate investigating subcommittee is 
actively probing the life insurance 
sales of small loan companies, and a 
consent decree has been obtained 
against an investment company relat- 
ing to tie-in sales of fire insurance to 
home mortgage borrowers. 
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will it pay 
modernize 
your ban Kk? . . Naturally, 
anyone would like to 
have beautiful, new working quarters... 
but is it good business? Will you reap a profit- 
able return on your investment in modernization? 
Now, you can judge for yourself on the basis of 
these frank and factual reports written by bank officers 
who, like you, once had this same decision to make. Some 
report on recent modernization projects: the reaction of cus- 
tomers and employees, and the immediate effect on their busi- 
ness. Other reports come from banks that were modernized five 
or six years ago. These tell of the long-range effect on their business 
and position in the community. The banks surveyed include rural 
banks, branch banks and big city institutions. They are large and small, 
and located in every part of the country. For your complimentary copy of 
this exclusive, new report, fill out the attached coupon card and mail it today. 





examine the facts and figures... 


draw your own conclusions! 
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How much can operating efficiency be increased? What sort of 


customer reactions can you expect? Will youn business be. dffected while 
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Modernization is underway? 
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We'll send your 
complimentary copy of this 
interesting report by 


return mail. 
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[] Send my free copy of: WHAT HAPPENS TO BUSINESS 
WHEN A BANK MODERNIZES. 


we contemplate: 


| |] MODERNIZED | |) NEW [] MODERNIZED 
QUARTERS FIXTURES FIXTURES 


/ 
Without obligation, please furnish complete information about your organization, its experi- 
ence and services. 


THE NATIONAL BANK OF WATERLOO 
WATERLOO, IOWA 
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To be profitabie in operation, as well 
as attractive in appearance, your new 
quarters must be designed by men 
who understand banking, as well as 
building. That’s why for more than 
forty years we have specialized in 
financial architecture. This expe- 
rience is at your service on any size 
or kind of Bank Building Corpora- 
ration project. You'll benefit by tt. 
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SEE FOR YOURSELF how prof- 
itable a modernization project can 
be, when we handle your project 
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THE PERSONALITY SPOTLIGHT 








At one stroke, Mrs. Mary Moody 
Northen has become perhaps the 
nation’s “first lady of finance.” 

Eldest daughter of W. L. Moody, Jr., 
Texas multi-millionaire, she has upon 
his death been given direction of his 
far-flung business empire. Among the 
more than 50 separate corporations of 
which she has been named executive 


MRS. MARY MOODY NORTHEN 


Now rules financial empire 


head; she has become president of the 
Moody .National Bank, W. L. Moody 
& Co., Bankers, Unincorporated, and 
the American National Insurance Co., 
all of Galveston, and the Common- 
wealth Life and Accident Insurance 
Co., St. Louis, Missouri. She also 
heads a large hotel chain, numerous 
ranch properties, an important publish- 
ing company, a cotton firm, and other 
widely diversified enterprises. 

During the nearly 90 years of his 
lifetime, W. L. Moody, Jr. had _ bal- 
looned a few thousands of dollars into 
this great monument to his business 
sagacity. While some estimates of his 
total wealth have reached the $400 
million mark, official sources close to 
him have scaled this down closer to 
the $100 million level. 

Actually, the great bulk of the 
Moody holdings have been willed to 
the people of Texas through the Moody 
Foundation, a charitable institution set 
up in 1942 by Mr. Moody and his wife, 
and planned to become fully operative 
upon their death and the final settle- 
ment of the vast estate. The Founda- 
tion’s funds will go for the support 
of churches, hospitals, the aged, and 
similar deserving causes. 

Mrs. Mary Moody Northen is noted 
for the conscientiousness with which 
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she attacks each task, and the methodic 
thoroughness with which she com- 
pletes it. This has been exemplified, 
for example, by her diligent work in 
the field of historic research and family 
genealogy. 

Her firm determination is seen in 
the unequivocal statement she made 
on assuming the helm of the Moody 
business empire, when she said: “There 
will be no disruption in the services 
of any of our institutions and the 
directing head of every one of them 
will continue in his present capacity 
without interference from anyone.” 
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From senior vice-president, Archie 
Gray Allen has been elevated to the 
presidency of The City National Bank 
of Winston-Salem (North Carolina). 
Vice-President James M. Seegar has 
moved up to senior vice-president. 
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More than 300 bankers from all parts 
of the South and Southwest gathered 
in Shreveport, Louisiana, recently to 
pay tribute to one of the area’s best- 
known financial leaders, Jacob Embry, 
on the day of his retirement as board 
chairman of the Commercial National 
Bank in Shreveport. The occasion co- 
incided with his 80th birthday, so the 
event was a double honor. It took the 
form of a “bankers’ dinner,” at which 
Mr. Embry was showered with gifts 
and verbal bouquets. 

The veteran banker, with 50 years 
of service behind him, is shown here 
with four of his good friends from 
Texas. Left to right are: Fred Flor- 
ence, president, Republic National 
Bank of Dallas; Judge J. A. Elkins, 
board chairman, City National Bank, 
Houston; Mr. Embry; R. L. Thornton, 
board chairman, Mercantile National 
Bank, Dallas; and Ben Wooten, presi- 
dent, First National Bank in Dallas. 


Southwestern banker honored 


During his long and varied career, 
Mr. Embry in addition to serving as a 
bank executive has been a _ college 
professor, rice grower, sugar planter, 
cotton farmer, railroad worker, black- 
smith, hardware clerk, livestock raiser, 
and bank examiner. 


*° 


In a noteworthy officer appointment, 
Vice-President H. C. Moore has been 
placed in charge of the correspondent 
bank department at the National City 
Bank of New York. Associated with 
the bank for 25 years, Mr. Moore most 








H. C. MOORE 


Heads correspondent activity 


recently has been in charge of the 
important branch at 42nd Street and 
Madison Avenue. The primary servic- 
ing of correspondent relationships will 
remain under the supervision of Na- 
tional City’s geographic district officers, 
but Mr. Moore will be responsible for 
coordinating and extending the bank’s 
services throughout the United States, 
Alaska and Hawaii. 


° 


The merger trend in Dallas con- 
tinues with the announcement of plans 
to combine the National City Bank of 
Dallas with the Republic National 
Bank, adding nearly $50 million in 
resources to the latter institution and 
bringing them close to the $700 million 
mark. 

Upon approval of the merger, R. R. 
Gilbert, board chairman of National 
City, will become vice-chairman of the 
Republic board; DeWitt T. Ray, presi- 
dent of National City, will be a senior 
vice-president of the larger institution. 
Karl Hoblitzelle and Fred F. Florence, 
chairman and president of Republic, 
will continue in their same capacities. 
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The two banks have been closely 
linked for many years, with the Repub- 
lic National Company owning over 
half of the outstanding stock of Na- 
tional City Bank. 
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William G. Chapman is the newly 
elected president of Union Trust and 
Deposit Company, Parkersburg, West 
Virginia. He succeeds George F. Fred- 
erick, who, as chairman of the board, 
will continue as the chief executive 
officer of the bank. Mr. Chapman came 
to the Union Trust as vice-president in 
1951. Early in his career he spent 17 





years in Europe as a representative of 
National City Bank of New York. In 
1933, he organized and headed up the 
National Bank of West New York, 
New Jersey, which was later consoli- 
dated with the First National Bank 
of Jersey City. 
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An important promotion has come 
to Raymond C. Deering, formerly vice- 
president and comptroller at Manufac- 
turers Trust Company, New York City, 
who has been appointed a senior vice- 
president and a member of the general 
administrative board. In his new capac- 








Daily boosts for oil, grain and manufacturing, too 


Building construction, the oil, grain, and 
manufacturing industries (plus many, many 
others) get daily boosts from City National’s 
Commercial Loan Department for vital fi- 
nancing. We’re especially proud and happy 
about this type of service. We offer com- 
mercial loans to nearly every type of in- 
dustry that is helping to build the Midwest. 
City National welcomes an opportunity to 


serve you. 
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RAYMOND C. DEERING 


Senior v.p. at Manufacturers 


ity, Mr. Deering will be in general 
charge of the bank’s branch system 
comprising 111 offices. During the past 
year he has served as chairman of the 
Bank Management Commission of the 
American Bankers Association. 

Also added to the general adminis- 
trative board at Manufacturers Trust 
is Vice-President Raymond A. Lock- 
wood, who is in charge of the mid- 
western division. 

Meanwhile, a special honor from 
abroad has been conferred upon Vice- 
President G. Butler Sherwell, who has 
received the Grand Cross of Isabel la 
Catolica, considered to be the highest 
distinction given by Spain to foreigners 
for merit and service rendered to that 
country. 

In last month’s issue there occurred 
that bane of an editor’s existence, the 
transposition of names under a pair 
of portrait views. The indignity was 
perpetrated on Leonard D. Draper, 








P. WHITE 


L. D. DRAPER, Jr. 
They were transposed 


Jr., and Peter White, newly named 
vice-presidents at Manufacturers Trust 
Company. Here is the correct identi- 
fication, with our apologies. 
+ 

A feminine financier in her own 
right is Claire Giannini Hoffman, only 
daughter of the late A. P. Giannini, 
founder of Bank of America. Since 
she succeeded five years ago to her 
famous father’s seat on the board, she 
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We are looking forward to greeting you at our 


Convention display, and discussing your building or 
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expansion needs. 


y Bank designing, the field in which we are engaged, 


is distinctly specialized. With a thorough understanding 
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of your problems and experience in correcting them, we 


try to make it our business to produce a better bank with 





just a little more character — the building that you 


want, to fit your locality. 


We believe that you'll find our story both inter- 





esting and profitable. Stop by and meet us. 
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has concentrated upon banking and 
finance as a career. 

At 300 Montgomery Street she occu- 
pies what was formerly her father’s 
personal office, which still carries his 
name on the glass door. Here she 
studies the bank’s reports and looks 
after the family financial affairs. 

Although a niember of the bank’s 
executive committee, yet not actually 
an operating officer, she has taken over 
one of the duties A. P. loved to do, that 
of visiting the bank’s 545 branch offices. 
In her red convertible she travels all 
over the state and enjoys visiting with 
the officers and the staff at the 


branches, getting first-hand informa- 
tion on local conditions. Among the 
bank staff of.more than 20,000 she is 
known affectionately as “Claire.” 
Her banking education began early, 
in the family home. Her father often 
took his little daughter along to bank 
group meetings and _ conventions. 
Today she attends the big national 
banking conventions, particularly those 
of the A.B.A., A.I.B., and the National 
Association of Bank Women, of which 
she is a director. She knows many key 
executives of banks all over the coun- 
try, especially the big New York banks. 
Within the past year she lost her 
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Concentrating on banking 





husband, Clifford P. Hoffman, who 
was a partner in a San Francisco in- 
vestment house. Now she lives alone 
as the mistress of the hospitable Gian- 
nini home, “Seven Oaks,” down the 
Peninsula, where the old-time family 
retainers look after her, and even boss 
her around a little. Here she likes to 
entertain her banking friends, as she 
did over the years as her father’s 
hostess. Many eastern bankers always 
drop in when they visit San Francisco, 
to discuss what is happening in the 
phenomenal growth of California. 
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From: executive vice-president, Ralph 
W. Stoddard has been named president 
of the Buffalo 
(New York) In- 
dustrial Bank, an 
institution with 
which he has 
been associated 
for more than 25 
years. His pred- 
ecessor, Carlton 
P. Cooke, has 
joined the Ma- 
rine Trust Com- 
pany of Western 
New York, Buf- 
falo, as a vice- 
president. He thus rejoins an institu- 
tion he served as an officer from 1932 
to 1939, 





R. W. STODDARD 
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The promotion of Arthur W. Birch 
from assistant vice-president to vice- 
president has been announced by the 
Wilmington (Delaware) Trust Com- 
pany. Mr. Birch is in charge of the 
tax division in the trust department. 

Directors of Wilmington Trust Com- 
pany and Industrial Trust Company 
have approved tentative plans for 
merging the two institutions. If the 
merger becomes effective, the latter 


Burroughs Clearing House 








Modern materials, manufacturing meth- 


ods and pressure controls have done 
much to prevent boiler explosions. And 
yet — the safety valve is still standard 
equipment. 

Why? Because it offers the surest 
protection against this hazard. 

Today, too, improved internal controls 
and regular audits do much to prevent 
employee dishonesty. And yet — dis- 
honesty losses are actually growing in 
size and frequency. 


That’s why your bank — to be fully 


AETNA CasuaALTy AND SuRETY Company 


protected against financial loss from dis- 
honesty — needs adequate, well-planned 
A:tna Blanket Dishonesty Insurance. 
Your local A‘tna representative is an 
expert in preparing dishonesty msurance 
programs. He will be pleased to assist 


your bank in the selection of proper and 


adequate fidelity coverages. 





The Etna Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY 
Etna Life Insurance Company 
ZEtna Casualty and Surety Company 


FIRE AND MARINE 
Automobile Insurance Company 
Standard Fire Insurance Company 


Hartford 15, Connecticut 
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A FULL REPORT ON THE 
FIRST SEVEN YEARS OF 
THE “WORLD BANK” 









































The International 
Bank for 

Reconstruction and 

Development, “s; 


y 1953 






Prepared by the Staff of the Bank 


Here is a factual story on inter- 
national banking for the busi- 
nessman, financier, economist, 
student and teacher... a full 
report of the first seven years of 
operation of the “‘World Bank.” 
Through carefully designed loans 
for productive projects, and 
through expert advice on eco- 
nomic development, the Bank has 
begun and continues to wage a 
wide-scale attack on the ob- 
stacles that stand in the way of 
higher living standards for much 
of the world’s population. 

This book, which consists of 
three parts, tells in detail the 
story of the Bank’s operations. 
Part | is devoted to a discussion 




























of the purposes, organization and 
financial structure of the Bank. 
Part I! sets forth the major op- 
erational policies of the Bank and 
describes the general character 
of its operations. Part II! is a 
country-by-country summary of 
Bank loans and technical assist- 
ance. 

In addition, the book includes 
12 appendices containing, among 
other information, the Bank’s 
Articles of Agreements and its 
financial statements and balance 
sheets as of December 31, 1953. 
Tables, charts and maps illus- 
trate the study, and there is a 
comprehensive index. 

300 pages - $4.00 















At your bookstore, or order from: 


The Johns Hopkins 
PSS paltimore 18, Md. 


















institution would become the Industrial 
Office of Wilmington Trust Company 
with Willard Springer, Jr., now presi- 
dent of Industrial, as vice-president of 
Wilmington Trust in charge of that 
office. He would also become a director 
of the consolidated bank. 


° 


Lew C. Sayers has been promoted to 
vice-president and senior loan officer 
of Texas Bank & Trust Company of 
Dallas. He was formerly an assistant 
vice-president, and was recently named 
as a senior loan officer after serving 
as manager of the credit department. 


4 


One of the most popular residents 
of Wollaston, Massachusetts, is E. 
Sarto Minihan, manager of the local 
office of Granite Trust Company, which 
has its headquarters in Quincy. 

In his off-banking hours, as a car- 
toonist and entertainer, he has con- 
tributed greatly to the destruction of 
the old picture of banker staidness and 
lack of humor. A dabbler in art for 
the past dozen years, he has evolved 
a 30 minute specialty skit that he gives 
at hospitals, schools, churches, and 
before other groups. His jokes and 
patter are accompanied by deft car- 
toon strokes on a huge pad. He has a 











Gifted banker-cartoonist 


breakdown easel on wheels to make 
it easier to get close to his audience. 
A banker for 23 years and manager 
of the Wollaston branch for 7 years, 
Mr. Minihan is chairman of the Public 
Speaking Club of the Boston Chapter, 
American Institute of Banking. 


* 


The trend to locate banks in new 
shopping centers continues. A new in- 
stance is the Lloyd Center Bank, which 
next month will open in temporary 
quarters adjacent to a multi-million- 
dollar shopping development now un- 
der construction in Portland, Oregon. 

President of the new institution is 
Dwight E. Gard, who is also president 
of the Multnomah Bank of Portland, 
a position he will continue to hold. 
Prominent in Oregon banking for 

































D. E. GARD J. J. GARD 


Form new Oregon bank 


nearly 30 years, Mr. Gard had a mem- 
orable wartime career as an officer 
with General MacArthur’s staff in 
the Philippines. When the Japanese 
marched on Manila, it was Mr. Gard 
who supervised dumping or destroying 
between $60 million and $70 million in 
silver and currency. He was taken 
prisoner and was twice aboard prison 
ships that were sunk by the Allies. 
After being liberated from prison camp 
in 1945, he spent the next three years 
in army hospitals. He subsequently 
established the Multnomah Bank. 

Another senior officer of the new 
Lloyd Center Bank will be Mr. Gard’s 
brother, Jess J. Gard, who will serve 
as board chairman. He has pioneered 
Oregon banking in the central part 
of the state, been a national bank 
examiner, and has served as a vice- 
president of the United States National 
Bank of Portland. 


e 


The Anglo California National Bank 
of San Francisco has acquired. the as- 
sets of the Mechanics & Merchants Na- 
tional Bank of Vallejo, California, to 
be operated as the Vallejo office of the 
Anglo system. Laurence J. Robin, 
previously assistant vice-president and 
manager of the East Bakersfield office, 
has been appointed vice-president and 
manager of the Vallejo office. Charles 
N. Bessac, previously vice-president 
and cashier of Mechanics & Merchants, 
has been named an Anglo vice- 
president. 

Among recent Anglo promotions, 
Charles D. Means has been advanced 
to vice-president and manager of the 
Palo Alto office, Louis B. Becas, Jr., 
to assistant vice-president and man- 


They’re advanced at Anglo 


L. J. ROBIN Cc. D. MEANS 
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COLLECTION SERVICE IS FAST AT NORTHERN TRUST 


For many years The Northern Trust Company has 
maintained its private Post Office Box—Lock Box “‘N,” 
to insure fast, reliable check collection service for banks 
and corporations. We make continuous pick-ups at Lock 
Box “‘N” to eliminate delay. Every item is processed 
the day received. There’s no transit hold-over. Speeds 
payment of your items. 

Our complete and modern collection facilities can 
benefit your bank or your company. Write or telephone 
today for information and a supply of special envelopes. 
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ager of the East Bakersfield office, and 
D. Jud Callaghan to assistant vice- 
president at the new Midtown office at 
Sacramento, to be headed by Vice- 
President R. C. Coppock, Jr. 


e 


The First National Bank of Santa 
Fe (New Mexico), is apparently an 
institution that believes strongly in 
“higher education” for its official staff. 
This summer the bank sent four-of 
its officers off to school. 

First to pack his bags was Wm. I. 
MacGillivray, assistant auditor, who 
attended his second year at the 





N.A.B.A.C. school at the University of 
Wisconsin. Next, Edward H. Tatum, 
vice-president and trust officer, and 
D. D. Van Soelen, assistant cashier, 
journeyed northward to the School of 
Banking at the University of Colorado, 
where Mr. Tatum -was graduated this 
year. 

Last to go was Thee Keros, assistant 
vice-president, who attended his sec- 
ond year at the School of Banking, 
University of Wisconsin, sponsored by 
the Central States Conference. 

Thus, although the First National 
of Santa Fe is the oldest bank in the 
Southwest, it is vitally interested in 
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service to you. 











A. Atlantic City we’re going to have an enthusiastic dele- 
gation—interested in meeting old friends, and in making new ones. 


However, in our bank, as in yours, some must stay home so that we 


can continue to render the type of service that we like to talk about. 


If you pass through Chicago, on the way to the Convention, or 
on your way home, come in and see us at the bank. We will wel- 
come the opportunity to visit with you and to be of any possible 


American National Bank 


and Trust Company of Chicago 
LA SALLE AT WASHINGTON, CHICAGO 90, ILLINOIS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


















seeing that its officers obtain the bene- 
fit of the newest ideas in operations 
and other phases of banking. 


° 


Paraphrasing the title of a popular 
movie of several years ago, the picture 
caption “Miss Smith Goes to Washing- 
ton” appeared on the cover of a recent 
issue of “The Chase,” staff magazine 
of the Chase National Bank, New 


Bank employee’s big moment 


York City. An accompanying picture 
showed Marie Smith, of the central 
duplicating department, beside Presi- 
dent Eisenhower in the Rose Garden 
of the White House. She was among 
a group of young Republican workers 
in Nassau County, Long Island, in- 
vited for a 40-minute visit with the 
Chief Executive. 


® 


Thomas H. Giles, overseas manager 
of the Australia and New Zealand 
Bank Limited, Melbourne, Australia, 
has been promoted to the position of 
inspector in the general manager’s 
office. Mr. Giles, who recently toured 
the United States and Canada, will 
continue to maintain his association in 
the bank’s overseas business. R. A. 
Ellery, formerly assistant inspector in 
the A.N.Z. Bank’s Queensland Divi- 
sion, succeeds Mr. Giles as manager of 
the overseas department. 


” 


In keeping with its policy of further 
decentralizing operations, New York 
Life Insurance Company has named 
Wilson M. Underwood and Donald E. 
Meads as assistant vice-presidents in 
charge of newly opened investment 
offices in San Francisco and Dallas, 
respectively. They will handle all mat- 
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5 . Yes, even when the bank is closed the check books of your custom- 
- e 
. s ers are often open. And every time a customer affixes his signature 
r , to a check, he has the chance to appraise this phase of your bank’s 
service to him. When the checks you provide are lithographed on 
; La Monte Safety Paper he is sure to appreciate them and feel com- 
plimented by their high quality. This has been the experience of 
f banks the world over. Samples and information may be obtained 
S | from your lithographer or from us direct. 
1 i 
. A Check Paper All Your Own 
. of Thousands of banks and many of the larger corporations use La Monte 
> - Safety Papers with their own trade-mark or design made in the paper 
: | itself. Such INDIVIDUALIZED check paper provides maximum protection 
F - against both alteration and counterfeiting—makes identification positive. 
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ters relating to corporate securities in 
these areas, and make surveys of in- 
vestment opportunities in the south- 
west and west. 


e 


Morton Bodfish, whose timely article 
on non-insured home improvement 
loans appears in this issue, is easily one 
of the nation’s best known savings and 
loan executives. 

As chairman of the board of the 
First Federal Savings and Loan Asso- 
ciation of Chicago, he heads an insti- 
tution with more than $150 million in 
assets, making it the largest of its type 


in Chicago and fourth largest in the 
country. 

Actually, “however, Mr. Bodfish’s 
nationwide recognition does not come 
primarily from the growth and prog- 
ress of the association, but much more 
from the fact that he is generally 
credited with being the “daddy” of 
much of the modern legislation under 
which the savings and loan business 
operates. 

Mr. Bodfish came to Chicago in 1927, 
fresh from a master’s degree at Ohio 
State University, and took a job teach- 
ing economics at Northwestern Uni- 
versity. Two years later, he made the 
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BANK OF MIAMI 


101 £. FLAGLER STREET 
MIAMI, FLORIDA 





WE’RE 


DIRECT 
Such 


with Latin American Business 


Located at the Air Gateway of the Americas, 
The First National Bank of Miami is 
experienced and re 8 to assist in all 
phases of your foreign 


With the largest foreign banking depart- 
ment in southeastern U.S.A., The First 


National Bank gives you fast, comprehen- 
sive service. 


usiness transactions. 


Complete foreign services at your disposal 
include import-export letters of credit, 
collections, exchange, credit and market 
information, currencies, remittances and 
correspondent service. 


e@ Founded in 1902 


e Complete Banking 
& Trust Services 


e Se Habla Espanol 
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move which launched his successful 
business career; he took the post of 
executive manager of the United 
States Building and Loan League 
(subsequently changed to United States 
Savings and Loan League). 

Coming into this 
post at the start of 
the depression, Mr. 
Bodfish was con- 
fronted with many 
pressing problems, 
including the fact 
that savings and 
loan laws’ varied 
with each different 
state. This fact, 
plus an acquaint- 
anceship with some 
of President Hoover’s top aides, even- 
tually gave Mr. Bodfish a prominent 
role in helping to draft the Federal 
Home Loan Bank Act of 1932, which 
set up a system of 12 reserve banks for 
savings and loan associations. He was 
appointed to the first Home Loan 
Bank Board set up under this act. 

A year later, he worked on legisla- 
tion which permitted the chartering 
of federal savings and loan associa- 
tions, and in the same year helped to 
secure the federal insurance of savings 
funds for the associations. 

With the close of World War II, Mr. 
Bodfish began to devote more and 
more time to the development of the 
First Federal, and less to industry-wide 
problems. Last year he retired as chair- 
man of the board of the United States 
League. 

Locally, Mr. Bodfish is prominent in 
Chicago civic affairs. He served from 
1941 to 1950 as vice-chairman of the 
Chicago Plan Commission. Currently, 
he is rounding out his second year as 
president of the Civic Federation, a 
taxpayers group. 





.M. BODFISH 


¢ 


Richard Rapport has now assumed 
his new post as a vice-president of the 
Hartford (Connec- 
ticut) National 
Bank and Trust 
Company. Since 
1951 he had served 
as the first execu- 
tive manager of the 
Connecticut Bank- 
ers Association. 
From 1943-1951 he 
was State Bank 
Commissioner in 
Connecticut, and 
he is a past president of the National 
Association of Supervisors of State 
Banks. 








R. RAPPORT 


e 


George Goodwin, executive director 
of the Central Atlanta Improvement 
Association, has been elected vice-pres- 
ident of the First National Bank of 


Burroughs Clearing House 
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The greatest industrial expansion in 
Utah’s history is now taking place. A good 
index to this expansion is the growth of our 
State. Since 1940, Utah’s population has 
increased 36 percent. Industrial employment 
has expanded 87 percent. These figures alone 
are sound indications that more and more of 
the nation’s industry is moving west. 

A major factor in this expansion is sound 
finance. In this field, Continental Bank — 


' The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 


1575 South Main Street 





backed by over 45 years of specialized bank- 
ing service—has played an important role. 
In July, our resources reached an all-time 
high of $70,808,645.14. 

With teletype service coast-to-coast and 
all available banking facilities, we welcome 
the opportunity of serving you and your 
customers in furthering your business inter- 
ests in our growing West. 









Member Federal Reserve System @ Member Federal Deposit Insurance Corporation where banking “ everybodys business 
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It’s so easy to use our 
new Micro-Twin that it’s 
actually fun. In no time 
at all I can make per- 
manent, unalterable 
records of all these docu- 
ments on just a few feet 
of microfilm. The Micro- 
Twin is so amazing, let 
me show you how it 
works! 





Belle Howell 


FILM EQ 


SOLD AND SERVICED BY 


Bu rroughs 


MEN 



































To refer to microfilmed documents, I 
simply turn the camera control knob from 
record to read. Then I watch the viewer 
indexing dial for the reference number of 
the documents I’m looking for 
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First I turn this knob to record. It con- 
trols the single lens that does both read- 
ing and recording. (The boss says this 


= two-way unit is one reason why even our 


small bank can afford the Micro-Twin.) 


This tray restacks documents in the same 
order as they were fed into the Micro- 
Twin. It’s all so easy! I don’t have to 
sort them, do any rearranging or worry 
about making errors. 








The image is big, bright and clear—even 
in broad daylight. And to make facsimile 
prints, I merely place a piece of photocopy 
paper in the viewer and process the print 
in minutes without a darkroom. 








TW q ind RECORDER andl READER 








Next, the Acro-Feeder feeds checks, state- 


ments and other documents into the ma- 
chine as fast as I can get them ready. Or, 
if necessary, I can hand-feed the Micro- 
Twin easily and quickly too. 





These dials telt me just where certain 
documents are located. The right one in- 
dicates movement of the film through the 
camera—the left one indicates movement 
of film through the viewer. 








We can record in two ways—one side of 
each document, printing down one half 
of the film and up the other, or both sides 
of each document side by side, simultane- 
ously, on the full film width. 





The amazing Micro-Twin puts the miracle of 
microfilming within reach of every bank —giving 
you at new low cost a recorder and reader for 
the usual price of the recorder alone. Find out what 
it can do for you. Your nearest Burroughs 
office will be happy to arrange a personal 
introduction to the Micro-Twin. Or write Burroughs 


Corporation, Detroit 32, Michigan. 


(Uhorover thane 
business thane 


Burroughs 


See, it’s as simple as that! Thanks to the 
new Micro-Twin’s low cost, we save all 
kinds of time and money on our bank 
record keeping and storing. The Micro- 
Twin can do the same for your bank! 















Atlanta, Georgia. Virgil D. Jones and charge of the bank’s commercial busi- 
Ben S. Barnes, both assistant vice- ness planning division and will also 
presidents, have been elevated to vice- have supervision over the advertising 
presidents, and Arthur C. Baxter, assis- and public relations department. 

tant cashier, was advanced to assistant The First National has also an- 
vice-president. nounced the following additional pro- 
Mr. Goodwin will be vice-president in motions: Winslow E. Pike, vice-presi- 
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dent, to vice-president and controller; 
J. Watson Busby from auditor to sec- 
ond vice-president and assistant con- 
troller; James B. Kirk from assistant 
vice-president to second vice-president 
and assistant controller; M. C. Camp- 
bell from assistant vice-president to 
second vice-president in charge of 
personnel; C. S. Conklin from second 
vice-president to second vice-president 
and auditor. Assistant cashiers: George 
W. Clower, Jr., Charles K. Cross, 
Lloyd P. Jones, Richard A. Oglesby, 
R. H. Richards. Assistant controllers: 
R. E. Fulton and Roy R. Butler, Jr. 
Assistant trust officers: Thomas A. 
Slaughter and Hiram E. Camp, Jr. 


e 


The executive board of The National 
Association of Bank Auditors and 
Comptrollers has appointed Harry E. 
Mertz assistant executive secretary. 
In his new position Mr. Mertz will 
assist Executive Secretary Darrell R. 
Cochard in the administrative duties 
of the association. In addition, he will 
continue to direct NABAC’s technical 
division activities. 

Mr. Mertz, who 
has been on the 
headquarters staff as 
secretary to Tech- 
nical commissions 
since April, 1949, 
has had wide experi- 
ence in banking, in- 
cluding positions as 
state bank examin- 
er in Pennsylvania, H. E. MERTZ 
and as manager of 
the commercial and collateral loan de- 
partment at the Central National Bank 
in Cleveland, Ohio. Prior to joining 
NABAC, Mr. Mertz was assistant audi- 
tor of the Union National Bank in 
Youngstown, Ohio. 

Newest addition to the NABAC 
staff is Robert L. Eddy, who will serve 
as an assistant in the technical division. 
He formerly was associated with the 
Northern Trust Company, Chicago, as 
a systems research analyst. 
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With the announcement that a major 
interest in the First Bank & Trust 
Company of Utica (New York) has 
been acquired by the Marine Midland 
Corporation also comes word that the 
Utica institution will continue to be 
managed by the present officers and 
directors headed by President Theo- 
dore Rokahr. 

The latest acquisition brings the 
number of Marine Midland banks to 
10, with 130 offices in 62 New York 
communities, and combined deposits 
of over $1,400,000,000. 


e 


F, Adrian Norton has been named 








industrial agent with the. industrial 


Burroughs Clearing House 
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THE MILTON 
FEDERAL 
SAVINGS & LOAN 
ASSOCIATION 
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ETTL 


Ample working room and easy 
freedom of contact with custom- 
ers is the result of this ETTL 
modernization in the Milton asso- 
ciation. 


From the customer's viewpoint, 
the Milton lobby radiates friend- 
liness, and reflects the progres- 
sive principles of the institution. 
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developed through 53 years of experience in bank planning 


The transformation of this bank structure . . . both 
externally and internally . . . into an attractive, 
efficient unit is an excellent example of ETTL plan- 
ning, designing and building ability. 

Whether you wish to change from the old to the 
new ... or whether you wish to develop a new 
structure employing every modern thought in bank 
planning .. . ETTL can help you! 


We invite you to send the coupon below. 


agiiSth Y ly 


The ETTL Furniture & Manufacturing Company e Bank Designers and Builders for 53 years 
1921 North 12th Street, Toledo 2, Ohio e Detroit Sales Office: 1408 Broderick Tower 


The EH! Furniture & Mfg. Co. 
1921 N. 12th St., Toledo 2, Ohio 


Without any obligation on our part please 
contact us further concerning your facilities. 
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COMMERCIAL AND 
SAVINGS BANKS 
CAN NOW 

HAVE ALL THEIR 
BLANKET BOND 
PROTECTION 

ON A 

DISCOVERY 
BASIS ! 


COMPANY 


FIDELITY ° SURETY ° 
HOMEOWNERS . 








...NO EXTRA PREMIUM! 


Recently, when bankers were offered 
the new Catastrophe Excess Protec- 
tion on a “discovery” basis, many 
of them asked to have that impor- 
tant feature also added to their 
present bonds. 


Our new plan does just that. For 
the first time, and at no extra charge, 
the “discovery” feature can be in- 
cluded in the primary protection. 


Call our nearest agent now and 
have him arrange this for you. If 
you don’t know his name write our 
Agency & Production Department 
—we'll furnish it promptly. 


AMERICAN SURETY 


100 Broadway * New York 5, N. Y. 


CASUALTY ° 
ACCOUNTANTS LIABILITY ° 


INLAND MARINE 
AVIATION 








development department of The Citi- 
zens & Southern National and Affiliate 
Banks of Georgia. He will assist in 
contacting business prospects through- 
out the nation who may be interested 
in Georgia locations. 

The C&S industrial development de- 
partment was formed a year and a 


half ago under Vice-President Clayton 
D. McLendon. 


e 


Peter E. Heller has been elected a 
vice-president of 
Walter E. Heller & 
Company, commer- 
cial financiers and. 
factors of Chicago 
and New York. Mr. 
Heller became as- 
sociated with the 
company in 1948 
and his new duties 
as vice-president 
will be primarily the acquisition of 
business and general administration. 





a 











P. E. HELLER 


+ 


The Westchester Bank & Trust 
Company, New Rochelle, New York, 
has announced the appointment of 
James R. Hand, to vice-president and 
new business executive. Mr. Hand re- 
signed his position as executive secre- 
tary of the Savings Bank Life Insur- 
ance Council in New York to join the 
Westchester Bank & Trust the first of 
this month, 


¢ 


Augmenting the representation in 
several states, Gavin P. Spofford, Hugh 
M. Tillett, Eldon R. Wallingford, Jr., 
and James W. Cherry have been as- 
signed to the out-of-town division of 
The Hanover Bank, New York City. 

Mr. Spofford represents the bank in 
New Jersey; Mr. Tillett in Virginia, 
West Virginia, Maryland and North 


Hanover’s new out-of-towners 


H. M. TILLETT E. WALLINGFORD 
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Carolina; Mr. Wallingford in New 
York State and lower Connecticut; and 
Mr. Cherry in Georgia, Alabama, Flor- 
ida and South Carolina. 

* 


A California banker who has won 
distinction in other fields is Kendric B. 
Morrish, vice-president of American 
Trust Company, San Francisco, and 
assistant manager of its Oakland main 
office. 

His big sparetime hobby is conserva- 
tion of wild life and our natural re- 





Banker is author-sportsman 


sources. For years under his pen name 
of K. M. Bradford he has been a sub- 
stantial contributor of articles on hunt- 
ing and fishing to the leading publica- 
tions in the outdoors field—Field and 
Stream, Outdoor Life, Sports Afield 
and True. His photographs of wild life 
are published along with his stories. 

Mr. Morrish is also much in demand 
as a speaker each year before numer- 
ous clubs and business men’s organiza- 
tions, explaining how our wild life 
resources can be protected and con- 
served through scientific management 
for the recreational benefit of the 
American people. 

Besides being an outdoor enthusiast, 
Mr. Morrish finds time for other extra 
activities. This year he is serving his 
second term as president of the Oak- 
land Chamber of Commerce. He is a 
past president of the Oakland Junior 
Chamber of Commerce and the Oak- 
land Chapter of the American Institute 
of Banking. 

Mr. Morrish is the only son of Will 
F. Morrish, now retired, former presi- 
dent of Bank of America. 


. 


A rank injustice was done in last 
month’s issue of “Burroughs Clearing 
House” to William Huckel, . second 
vice-president of The Chase National 
Bank, who died Sept. 19. In directing 
favorable attention to The Chase’s 
“famous customer” ad series, the story 
cited two guiding lights, Vice-President 
Crawford Wheeler who heads the 
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General Offices: 44 King St. West, Toronto 
New York Office: 37 Wall St. 

London Office: 108 Old Broad St. 

In Jamaica: Kingston and 16 other branches. 
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‘ ‘The 
' \ Bank of 
‘ 1 Nova Scotia / 
: ‘Building, + 
: r) 'Toronto, ,/ 
; ,Canada : 
' 


and here is the international bank 
to help you 
and your customers 


HE fastest growing nation in the 
1 world offers rich rewards to those 
who seek them. Whether your clients are 
interested in mining, oil, gas, manu- 
facture or trade, The Bank of Nova 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 
the West Indies, and with correspon- 
dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 
tion and expert guidance on your 


banking and financial problems. 










The BANIK of 
NOVA SCOTIA 


@ A Partner in Canada’s 
Growth 
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In Cuba: Havana and 6 other branches. 
In Puerto Rico: San Juan, Fajardo and Santurce, 
In Dominican Republic: Ciudad Trujillo. 

And correspondents all over the world. 
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coupon — 
ov a useful guice 
. year ‘round bank- 
wide benefits 


this 


REVOLVING DOORS 
change 
COMPLAINTS 
to 
COMPLIMENTS 


IN DIXIE ...OR IN THE DAKOTAS, 


wintertime drafts can prove doubly 


worrisome for banks using swing 
doors. Each in or out passage brings 
more drafty discomfort — more com- 


plaints from both customers and bank 
personnel. Bad colds plague employ- 
ees working near the entrance. Good 
will and good work suffer alike. 
Needlessly so, too — as is verified 
by Vice President H. M. Ferris, of 
Louisville’s Citizens Fidelity Bank and 
Trust Company. Says Mr. Ferris: 
“Our Revolving Door is a great im- 
provement over the swinging doors 
that we previously had. During 
severely cold weather, it was very 
difficult to keep the office warm 
while we had the swinging doors 


gaNAr, 
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ALWAYS OPEN ALWAYS CLOSED 


G poo 
REVOLVIN NAL STEEL COMPANY 


2004 Edgar Street, 
Send me withou 
the new Interna 


NAME AND i ee a Se 


| OS aa a 
ADDRESS 70NE__-STATE__— 


a. anne 


R DIVISION 


Evansville 7, Indiana . 
t obligation mY genet 
tional Entrance-Planning 


Former swing-door entrance at Broadway 
Office, City Fidelity Bank and Trust Com- 
pany, Louisville, Ky., replaced after one 
year’s use with new Revolving Door Entrance 
shown af top. 





- « « some of our tellers near the 
door frequently had bad colds, 
which condition has been corrected 
since the installation of the Re- 
volving Door.’’ 

Mr. Ferris further commented upon 
the bank’s former swing-door en- 
trance as follows: “When two cus- 
tomers entered the bank, one opening 
the outside door and the other the in- 
side door at the same time created 
such a draft that it seemed we might 
as well not have any doors at all.” 

You too can change complaints to 
compliments . .. by joining the na- 
tionwide swing to revolving doors. 
And the bank-wide comfort assured 
is but one of many year ’round divi- 
dends. Mail coupon for full facts 
about these doors that are “always 
open ... always closed”! 


REVOLVING DOOR DIVISION 
2004 EDGAR STREET, EVANSVILLE 7, INDIANA 
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bank’s advertising and public relations 
department, and Second Vice-President 
Stuart Gorrell who tends to specialize 
in the latter phase of the activity. In- 
explicably, reference to Bill Huckel 
was entirely omitted, whereas ne was 
primarily preoccupied with the adver- 
tising side, and contributed vitally not 
only to the general planning but to 
each final product. 

So this is written just to set the 
record straight. 


* 


A “blue ribbon” banker is Jack Mc- 
Claugherty, vice-president and cashier 
at The Commercial Bank of Bluefield 
(West Virginia). His absorbing hobby 
of growing flowers and vegetables re- 





A prize-winning hobby 


sulted in his winning 12 blue ribbons 
and numerous other honors at the 1954 
West Virginia State Fair. Every sum- 
mer, beautiful specimens from _ the 
McClaugherty garden grace the desks 
of the bank, and customers entering 
the lobby may well think they are 
attending a flower show. 


e 


Henry J. Rohlf has joined the Mer- 
cantile Trust Company, St. Louis, 
Missouri, as a vice- 
president in the 
operations and 
service department. 
He formerly was a 
second vice-presi- 
dent at Continental 
Illinois National 
Bank and Trust 
Company, Chicago, 
where he was as- 
sistant to the head 
of the operating department. 





H. J. ROHLF 


6 
Ernest H. Watson, president of the 
First Westchester National Bank, 


New Rochelle, New York, believes in 
instilling Americanism in youth by 
giving them a first-hand view of na- 
tional shrines. Thus the bank has paid 
the expenses of a tour of Washington, 
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D.C., by a delegation from the Boys 
Club of New Rochelle. At the nation’s 
capital they saw Congress in session, 
and received first-hand glimpses of 
outstanding public buildings, memo- 
rials, historic records, etc.:Upon their 
return, the delegates wrote essays on 
their impressions and the best reports 
won awards at a special ceremony held 
by the American Legion. 


a 


David L. Anderson has been ap- 
pointed trust officer, to head up all 
trust department activities of The San 
Francisco (Califor- 
nia) Bank. He was 
previously vice- 
president and trust 
officer of the Cen- 
tral Bank in Oak- 
land, California. 
C. A. Ehrenpfort, 
vice-president of 
The San Francisco FA 
Bank, has been as- LE 
signed to new du- D. L. ANDERSON 
ties as vice-presi- 
dent and manager of the _ bank’s 
Mission office in San Francisco. He 
succeeds Vice-president L. C. Koster, 
recently retired. 








* 


A new vice-president at The Mer- 
chants National Bank of Boston, Mas- 
sachusetts, is Everett Ware Smith. He 





has been associated with the Boston | 


& Maine Railroad for several years, 
occupying the position of treasurer 
since. 1951. 


& 


One of the nation’s largest non- 
member banks has joined the Federal 
Reserve System. Hugh Leach, presi- 
dent of the Federal Reserve Bank of 











Welcome to the “Fed” 


Richmond, is shown here (left) pre- 
senting a stock certificate to Thomas 
C. Boushall, president of The Bank of 
Virginia. 
° 

A drastic but thought-provoking 
program aimed at greatly reducing the 
tragic toll of traffic accidents and kill- 
ings on the nation’s highways has 
been proposed by George V. Christie, 
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Air mail clearance 


through our own 


correspondents 


No clearances go faster than air mail. Ours go 
by air mail direct to our own correspondents in 
all principal cities of the U.S.A. We’re sure 
you'll welcome the freedom from delays that 
this service makes possible. 


Speedy air mail clearance is yours as a Pennsyl- 
vania Company correspondent. A lot of other 
advantages are, too. Take the full-time service 
of our 24-hour-a-day transit operations, for ex- 
ample. Then, too, you’ll have access to one of 
Philadelphia’s largest credit files, and to the 
facilities of our Trust, Real Estate and Foreign 


Departments. 


We'd like the chance to tell you all the good 
reasons for becoming a Pennsylvania*’Company 


correspondent. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 





Member Federal Reserve System e Federal Deposit Insurance Corporation 











+e Pen that fills tool 


Fountain-base automatically fills pen every time pen is returned 
to socket. Pen writes full page or more at each filling. 


Choose 


the right point for the way 
you write... by number. 











Finger grip 
never touches ink. No chance 
for ink to touch you. 


Point instantly 
interchangeable and renewable. 

More than 28 
point styles. 


MODEL 444 
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2556 “Free me Cig 


Fountain-base “ink-locked” 
against accidental spillage. 
Only the pen unlocks 
the ink. 


Fountain-base holds 
40 times more ink than 
ordinary fountain pen. Won't leak. 
Won't flood. Easy to clean 
as a saucer. 
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- ; A 
THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


MADE IN U.S.A, 
eoey oc a The Esterbrook Pen Company of Canada, Ltd. CANADA AND ? 


PEN COMPANY 92 Fleet Street, East; Toronto, Ontario ENGLAND 
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vice-president in charge of advertising 
and publicity at the First National 
Bank of Arizona, Phoenix. 

As a participant in highway safety 
conference held this Spring in Wash- 
ington, Mr. Christie noted that “edu- 
cating drivers” was generally advanced 
as a prime solution. While he would 
favor continuing with such educational 
efforts, he would support them with 
more direct action in the form of a six- 
point program. In summary, its provi- 
sions are: 

(1) A national highway speed limit 
of 60 miles an hour, reduced to 50 miles 
at night; (2) For drunk driving, a 
mandatory jail sentence and license 
suspension, with a longer term and 
loss of license for a second offense; 
(3) annual inspection for all vehicles ; 
(4) a restricted junior license for 16- 
year-olds and (5) holding parents 
accountable for reckless driving of 
their children; (6) establishment and 
expansion of state police organizations 
dedicated to enforcing the traffic laws. 


© 


Promoted to assistant vice-president, 
Norman J. Schoonover will take up 
new duties at the head office of The 
Idaho First National Bank, Boise. 


e 


David P. Blankenhorn, W. A. Maur- 
er, and William R. Schroll have been 
elected vice-presi- 
dents of California 
Bank, Los Ange- 
les. Elected assis- 
tant vice-presi- 
dents are Max B. 
Horn, John R. 
King, N. R. Mc- 
Grew, C. H. Reed, 
and Robert A. 
Young. 

Vice - President 





W. A. MAURER 














D. BLANKENHORN W. R. SCHROLL 


Promoted by California Bank 


Blankenhorn recently joined the staff 
of California Bank after six years with 
Case, Pomeroy & Company, Inc., New 
York investment firm where he was 
treasurer. 

Vice-President Maurer is in charge 
of California Bank’s new Wilshire-De- 
troit Office. 

Vice-President Schroll recently en- 
tered the employ of California Bank 
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after 24 years with the Prudential In- 
surance Company of America, most 
recently as Los Angeles regional man- 





~ ager in charge of investments. 
u- = 
: Edward F. Gee, who last month be- 
sa came president of Robert Morris Asso- 
th ciates, has been active in the affairs 
na of this national group of bank loan 
7 officers and credit men ever since 1936. 
aol He is chairman of the research com- 
‘it mittee of the RM.A,, and a member 
se of the executive committee and the 
. committee on cooperation with public 
_ accountants. He is a past president of 
* the Carolina-Virginias Chapter. 
oe Also active in 
43 the American In- 
ms stitute of Bank- 
6- ing, Mr. Gee has 
ts been president 
of of the Richmond 
Chapter and isa 
sa past chairman of 
- several of the 
national com- 
mittees. He is a 
it, director of the ~ 
up Richmond Asso- EDWARD F. GEE 
he ciation of Credit Men. 
As an author he has co-written the 
A.I.B. textbook, “Analyzing Financial 
Statements,” and has written “The 
on Evaluation of Receivables and Inven- | 
- tories,” along with many magazine 
= articles. 
te At the State-Planters Bank and 
- Trust Company, Richmond, Mr. Gee 
- is vice-president and secretary. 
B. . 
R. James P. Furniss has been promoted 
c- from assistant vice-president to vice- 
d, president of The Citizens & Southern 
A. National Bank. Mr. Furniss is staff 
officer for advertising and public re- 
nt lations of the statewide C&S banking 


system in Georgia. 
+ 

After 35 years in the banking busi- 
ness, Joseph N. Mullan has retired as 
supervising accountant at The Na- 
tional Bank of Commerce of Houston 
(Texas), and has joined his_ son, 
Joseph N, Mullan, Jr., who operates 
the local Mullan Co., underwriters of 
Lloyds of London. 

A native of northern Ireland, Mr. 
Mullan came to America in 1907 as a 
chartered accountant of Great Britain 
and a law graduate. During his exten- 








ff sive career in this country he has or- 
th ganized several banks and, having 
Ww made 29 trips across the ocean, he is 
AS also well-known in European banking 
circles. 

se e 
e- 

Jack Logan has joined the Grayson 
n- County State Bank, Sherman, Texas, 
ik as a vice-president. 
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MODEL. SL 
BRANDT COIN SORTER AND COUNTER 
Motor driven. Sorts and counts mixed 
coins, pennies to half dollars, inclusive. 
Features new ‘‘quick take-apart’’ con- 
struction permitting quick, easy access 
to many of the working parts. 








MODEL CHM BRANDT 
COIN COUNTER AND PACKAGER 
Motor driven. Handles all coins from 
pennies to silver dollars, inclusive. Me- 
chanical improvements make for speed- 
ier packaging of coins with less effort. 
Hand operated machine is also available, 





“*Brandt’’ and ‘‘Cashier’’ registered United States Patent Office and Canadian Trade Marks Office 
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Completely new .. . completely 
different .. . designed for easier, 
speedier reference and posting, 
engineered for maximum 
strength, made to precision 
specifications, finished a new 
light, warm color... anew high 
of efficiency and beauty in 
visible equipment. 

















IN THE NEW ACME GREYTAN 
NEW COLOR—Greytan... a light warm 


color, pleasingly harmonious with modern 
office machines and furnishings. 


NEW APPEARANCE—characterized by 


crisp, prismatic, functional lines. 


GREATER STRENGTH — maximum rigid- 
ity achieved by formation of shell and 


Stands match cabinets reinforcing members. 


in color and design. 


GREATER CONVENIENCE — with more 
capacity, wider label holders slanted for 
improved visibility, more finger space. 


EASIER TO USE —intermembered slides 
forming partitions between trays, nylon 
rollers and rubber stops reduce friction, 
provide smooth, speedy, quiet action. 


For more information 
write for illustrated 
brochure No. 1040. 


Removable end panels 


provide for expansion ae pNeam VN —e VIS! E 
and yet retain smooth . 
iii a smeaciacinl Acme Visible Records, Inc. 


CROZET, VIRGINIA 
Representatives in all principal cities 


ONLY THE RECORDS THAT ARE USED PROFIT A BUSINESS 
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CANADIAN BANKING 








The Canadian Economy 


Probably the source of greatest 
strength in the Canadian economy, 
reports the Canadian Bank of Com- 
merce in a recent issue of its “Com- 
merical Letter,” is the financial sta- 
bility of the economy. The article cites 
two factors as contributing to this 
stability. One is that the ability of the 
capital market to absorb security of- 
ferings encourages capital expendi- 
tures both by business and government. 
The other is that, at the same time, 
there has been no sharp or sustained 
break in security prices, a fact which 
has had good psychological effect and 
which has helped to stimulate the sale 
of equities. 

The article goes on to say that 
savings, as represented by notice de- 
posits, are also at a very high level 
and at mid-year had increased by 
nearly 8 per cent since the beginning 
of the year. The decline in retail sales, 
it says, may be regarded not so much 
as the result of inability to buy, as a 
disinclination to do so, such disin- 
clination arising in part from the 
decline in employment, in part from 
hesitation to increase commitments, 
and in part from a feeling that prices 
are out of line and may be reduced. 

The article recognizes the influence 
of trends within the United States, 
but observes that the recession ex- 
perienced in the U.S. to date has 
neither been so sharp nor has its 
effects been so widely felt elsewhere 
as was expected. “Our exports to the 
United States are down, but capital 
movements from that country have 
continued at a high rate and are ex- 
pected to offset the unfavorable mer- 
chandise trade balance,” the article 
concludes. 


e& °e * 


New Bank Financing 


The Bank of Montreal recently be- 
came the second bank, following the 
Royal Bank of Canada, to offer new 
shares under the 1954 changes in the 
Canada Bank Act. An additional 900,- 
000 shares of the bank’s capital stock 
at $30 a share in Canadian currency 
were offered on August 16 on a basis 
of one new share for each four shares 
held. Rights to the new shares must 
be exercised by November 26, 1954. 

This is the first new stock issue of 
Bank of Montreal since 1929. It will 
permit the bank to maintain its tradi- 
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By JAMES MONTAGNES 


tional position of being the Canadian 
bank with the largest paid-up capital. 
Upon completion of the financing, the 
bank’s capital account will be in- 
creased by $9,000,000 to a total of 
$45,000,000 and its rest account by 
$18,000,000 to a total of $90,000,000, 
making an aggregate of $135,000,000, 
the highest figure in Canadian bank- 
ing history. 
_ 


Meanwhile the Royal Bank of Can- 
ada has announced plans to change its 
capital stock from book stock to ordi- 
nary registered stock, represented by 
certificates transferable in the usual 
way. James Muir, president of the 
bank, has said that this change will 
enable shareholders to deal with the 
bank shares in the same way as other 
listed stock, and otherwise make tran- 
sactions more convenient for the 
bank’s shareholders. 

The Royal Bank’s new capital stock 
offer was announced this summer and 
offered one new share at $30 for each 
five shares held at July 1, 1954. The 
offer expires October 19. 


+ + e 


Foreign Bank Advertising 

Advertising that features the serv- 
ices of Canada’s banks now appears 
in a number of the 27 foreign lan- 
guage newspapers in Canada. This 
use of the foreign-language press by 
the Canadian banks is part of the 
campaign to attract the almost one 
million post-war immigrants to Can- 
ada’s banking system. 

The advertising campaign fits in 
with an editorial service developed by 
a Canadian group to supply foreign- 
language papers with material of in- 
terest to foreign groups. This is trans- 
lated and supplied without charge. An 
advertising service also established, 
by new Canadians, translates Cana- 
dian advertising. Thus far the banks 
that have used this method of calling 
attention to their services have had 
their ads placed in Ukrainian, Hun- 
garian, Finnish, Dutch, German, 
Polish and Italian newspapers. 

A somewhat different plan is used 
to reproduce bank ads in the Chinese- 
and Japanese-Canadian newspapers. 
To serve these segments of the popu- 
lation, the banks usually have leaders 
in these foreign language groups 
translate their advertising. With the 
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To attract immigrants 


widespread scattering of Japanese 
throughout Canada as a result of de- 
tention policies in World War II, and 
the influx of Chinese resulting from 
post-war changes in Canadian immi- 
gration laws, a larger number of 
Canadian bank branches now have 
Chinese or Japanese on their staffs. 
In such cases the banks use their 
Chinese and Japanese staff members 
to do the translating. 

In many urban branches of Cana- 
dian banks there are numerous new 
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Canadians on the staffs, so that cus- 
tomers who cannot speak English well 
can be easily helped in their own 
languages. 


e @ an 


Mining Branches 

New mining camps are springing 
up everywhere in Canada. Recently at 
Manitouwadge in northern Ontario, a 
new copper mine was located in an 
area of virgin bush 150 miles from the 
nearest bank branch. 








IMPERIAL BANK! 
OF CANADA 


Sa 











New copper-mine branch 


Imperial Bank of Canada was asked 
by the mining company to supply 
banking facilities, and once a week 
I. B. Hayes, manager of the 150-mile- 
distant Hornepayne branch of the 
bank, arms himself with cash and 
banking papers and starts out on a 
24-hour trip by train and air to the 
mining camp at Manitouwadge. Here 
the company supplies an office, and 
Mr. Hayes hangs out the _ bank’s 
shingle. 

His major job in the frame and tar- 
paper temporary bank premises is to 
look after the payroll problems of con- 
struction workers and miners. He 
makes the necessary deposits for the 
mine’s employees, looks after their 
remittances to their families, and re- 
turns to Hornepayne. 


co * * 


Pension Planning 


With an increasing number of em- 
ployee retirement programs in oper- 
ation in Canadian industries and busi- 
ness organizations, The Canada Trust 
Company, London, Ontario, has com- 
piled a brochure on various types of 
pension plans. The booklet specifically 
states the case for the trusteed plan 
and why it should be considered. 

The booklet deals first with the ad- 
vantages to the employer and employee 
of a formal, fully-funded pension 
plan. It then points out that “there 
is no one ‘best’ plan for all companies. 
While one plan may appear to be oper- 
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ating satisfactorily for a certain com- 
pany, there can be many good reasons 
why it may not be the most desirable 
plan to be installed by companies even 
in a similar line of business.” 

The three principal elements to 
every retirement plan, the booklet 
says, are the actuarial, legal and finan- 
cial. Each one of these requires expert 
advice. A pension consultant should be 
engaged to provide actuarial service 
and independently appraise the situa- 
tion from all angles. He can then work 
with the organization’s legal counsel 
and draw up a plan, which may use 
group annuity contracts offered by 
insurance companies, government an- 
nuity plans or the trusteed plan. 


aa * ° 


Savings Bond Issue 

Canada’s ninth series of post-war 
savings bonds will carry an interest 
rate of 314 per cent, % per cent lower 
than the rate offered a year ago. The 
new series will have a maturity of 
12 years and interest will be paid an- 
nually. The bonds will be available in 
denominations of $50, $100, $500, 
$1,000 and $5,000. They will go on sale 
October 18, will be dated November 1, 
1954, and will be handled by Canada’s 
banks. 
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Historical Ad Series 

Story - telling, cartoon - type ads 
called “They Helped Canada Grow” 
are now being used by the Bank of 
Nova Scotia. The story part of the 
ads tells how various historic figures 
in Canada contributed to the country’s 
growth, while the bank’s message in 
the ad tells the role the bank plays in 
Canada’s present growth. 

For example, the first advertisement 
dealt with J. A. D. McCurdy, the first 
man to fly a Canadian-made airplane 
in the British Commonwealth at Bad- 
deck, Nova Scotia, in 1909. The second 
ad dealt with the discoveries of east- 
ern Canada by John Cabot and 
Britain’s King Henry VII in 1497. A 
third to appear this fall will deal with 
the man who started the first news- 
paper in Halifax. 


* & * 


Personnel News 


Ray T. Birks has been elected presi- 
dent of Sterling Trusts Corporation, 
Toronto, and Horace T. Burgess elect- 
ed vice-president. Mr. Birks is well 
known in the legal profession and is 
the president of two and a director in 
five other Canadian mines. Mr. 
Burgess is a member of The Toronto 
Stock Exchange firm of Charles H. 
Burgess & Company and is a director 
of the Silknit Ltd. company. 
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BREAKING RECORDS 


ER THE COUNTRY 
a REGISTER CHECK 
® Insured Personal Money Order 


Todd Register Checks—the insured remittance service—bring thou- 
sands of new customers into banks all over the country. North, east, 
south, west—profits, sales, good will are mounting. Register Checks 
can be issued in less than 15 seconds. No officer signature is required. 
Snap-apart, triplicate forms eliminate detail work and record-keeping 
for busy bank employees. 


Make it a point to investigate Todd Register Checks at the NABAC 
Convention in San Francisco October 18-21. It will take you just a few 
minutes to understand why Todd Register Checks have made such a 
tremendous hit with bank officers, bank employees and bank customers. 


For the time-saving, money-making facts in advance, simply mail 
the coupon. 


THE TODD COMPANY, Inc., Dept. BCH, 
Rochester 3, N. Y. 

Please give us full information regarding the 
new Register Check Personal Money Orders. No 
obligation, of course. 
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The record of the past is written in 


the figures of today... 






Edwin C. Austin James M. Barker Mark A. Brown 
Sidley, Austin, Chairman of Board President 
Burgess & Smith Allstate 
Insurance Company 





Wesley M. Dixon David Graham Fred G. Gurley 

President Financial Vice-President President, Ajchison, 

Container Corporation Standard Oil Company Topeka & Santa Fe 

O O | ' } OYrTro W of America (Indiana) Railway Company 


The Harris Bank presents 
















its Board of Directors 


Norman W. Harris Stanley G. Harris Charles C. Jarchow 
Room 2001 Chairman, President 
Harris Trust Building Executive Committee American Steel 
Foundries 





Wayne A. Johnston William V. Kahler John L. McCaffrey 


President President President 
Illinois IUinois Bell International 
Central Railroad Telephone Co. Harvester Co. 





F. B. McConnell dames L. Palmer Charles H. Percy 


President President President 
Sears, Roebuck Marshall Field Bell & Howell 
and Co. & Company Company 





“ RS. a 
Richard E. Pritchard Guy E. Reed John G. Searle 


Room 1824 Executive President 
Harris Trust Building Vice-President G. D. Searle & Co. 





Harold H. Swift Stuart J. Templeton Kenneth V.Zwiener 
Chairman of Board Wilson & Mcllvaine Vice-President 
Swift & Company 





Organized as N. W. Harris & Co. 1682— Incorporated 1907 


' HARRIS Trust act 
and Savings BAN K 


Member Federal Reserve System ... Member Federal Deposit [nsurance Corporation 115 W. MONROE STREET, CHICAGO 90 
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THE BOOKLET COUNTER 








Bank Television Eye . .. Two 
special booklets prepared by Radio 
Corporation of America for banks on 
the use of television as a means for 
tellers to verify signatures and check 
balances in a matter of seconds and 
without leaving their counter. The 
booklets describe and illustrate the 
operation of TV-Eyes in two large 
banks in rendering better service to 


& | 
a) a... 


KRCA TV EYE 


TV as operating aid 


more customers and at less cost. 
Banks that are considering stream- 
lining their internal procedures will 
find these booklets informative. 


Electronics and Banking . . . The 
electronics era is certainly only in its 
infancy, says this reprint of an ad- 
dress delivered recently by John S. 
Coleman, president of Burroughs Cor- 
poration, before the Pacific Coast 
Banking School. Vast research pro- 
grams of many companies, both in and 
outside the office equipment industry, 
he says, have already brought much 
progress. Mr. Coleman then proceeds 
to discuss ‘this progress in terms of 
electronic developments and their ap- 
plications. It is clear, he says, that 
banking management, as well as the 
management of business and industry, 
must keep abreast of this fast-moving 
program. 


The Enlarged Responsibilities of 
Bankers in a Changing Economy... 
Few subjects are today more timely 
than the fact that bankers and the 
management of other financial organi- 
zations have an enlarged responsi- 


October, 1954 





bility in the nation’s changing eco- 
nomy. This booklet presents the 
authoritative views of the president 
of one of Philadelphia’s large banks. 
“Great changes,” he says, “have oc- 
curred; they will continue to occur, 
and they are sure to affect banking. 
In a real sense . . . it seems appropri- 
ate to stop and take stock.” He then 
analyzes the present-day environment 
in which banking must operate and 
deals with the financial problems and 
functions and responsibilities of top 
management. 


Life Insurance Facts, 1954... 
Here is an informative book for 
banks, trust companies, and other 
financial offices. It is a book of basic 
life insurance information, published 
annually by the Institute of Life In- 
surance to provide an authentic source 
of facts and figures about the life 
insurance business as a whole. This 
year’s 112-page edition discusses vari- 
ous types of insurance available, in- 
cluding pensions and annuities, has 
sections on social security, service- 
men’s and fraternal life insurance and 
carries a wide variety of tables on 
mortality, investment holdings of life 
insurance companies, distribution of 
assets, etc. 


Corporate Profits— War and 
Postwar ... This 80-page study by the 
University of Illinois bureau of eco- 
nomic and business research analyzes 
the concept that corporate profits were 
excessive during World War II and 
the subsequent postwar period. “In 
making the analysis,” says the book, 
“the approach is confined to views 
which accept the profit motive as an 
essential part of our economic system 
and does not deal with extreme view- 
points which assert that all private 
profit is exploitative. . . . Little at- 
tention is paid to the opposing ex- 
treme that corporate profits under a 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 


competitive system such as ours can 
never be too high and should not be 
subject to control.” The analysis is of 
corporate profits only. 


Estate Administration . . . Here is 
a booklet prepared by a large New 
York bank that will prove of wide in- 
terest to trust department officers and 
others. It is based on a series of lec- 
tures given by a trust officer of long 
experience before an audience of at- 
torneys. The booklet’s 60 pages go to 
make up a comprehensive guide to an 
executor in the administration of an 
estate. The main phases of such ad- 
ministration are discussed in gener- 
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IRVING TRUST COMPANY + New York 


Will interest trust officers 


al, and then each one is treated at 
some length. Some of these legal 
phases are the pre-probate period, 
search for assets and liabilities, valua- 
tion of assets, Federal estate tax pro- 
ceedings, and conflicting interests in 
estate administration. 


Cash Item Collections . . . This 
folder describes the operation of a 
new collection plan recently instituted 
by the Security-First National Bank 
of Los Angeles, California. The new 
plan is known as the Air Mail Field 
Collection plan. The folder tells how 
a special arrangement. enables the 
bank to work with the postal trans- 
portation service and deal directly 
with postal authorities at the airport 
to speed up presentation and collection 
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EASIER ON THE EYES. The low-gloss 
finish of Hammermill Ledger speeds 
work and helps eliminate errors because 
it reduces eyestrain. It comes in a rest- 
ful shade of white as well as quiet 
shades of buff and green tint. 
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BETTER FOR TYPING AND WRITING. 
Two specialized surface finishes make 
Hammermill Ledger superior for typing 
and pen work as well as machine post- 
ing. (The latter is identified by the 
watermark “Posting Finish.” ) Hammer- 
mill Ledger takes pen writing without 
feathering; typing and bookkeeping ma- 
chine entries are sharp and clear. 
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BETTER FOR RULING AND PRINTING. 
The firm, evenly formed surface of 
Hammermill Ledger permits accurate 
registration in form ruling and makes 
clean, pleasing printing easier to obtain 
on every job. 
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STANDS UP UNDER REPEATED HAN- 
DLING...keeps its fine appearance for 
years. That’s because Hammermill Led- 
ger has a special fiber treatment for du- 


rability, greater strength, stiffness and 
snap. 








YOUR ACCOUNTING DEPARTMENT 
will turn out its best work—rapidly 
and with fewer errors—when you 
standardize on Hammermill Ledger 


paper. 


Thousands of American business 


firms, large and small, have found 
that Hammermill Ledger combines 
exceptional strength and endurance 


with unusual economy in paper cost. 
Its 4 outstanding features—non- 


glare finish, firm surface, splendid 
texture, and rugged durability —as- 
sure you of the same exceptional 
performance. And it is made by the 


makers of Hammermill Bond. 


* x 


printing satisfaction. 


iT '§ YOUR GUIDE TO QUALITY 


3 


You can obtain business printing 
on Hammermill Ledger wherever 
you see this shield on a printer's 
window. Let it be your guide to 















of airmailed cash items drawn on 
Southern California points. 


Radio Advertising . . . The adver- 
tising manager of a leading Georgia 
banking system is quoted in this fold- 
er by the Broadcast Advertising Bu- 
reau, Inc., as saying that radio (1) 
is the only medium reaching the 53 
per cent of working people who drive 
to and from work, while they are trav- 
eling, (2) reaches women and the po- 
tential new depositor best, and (3) 
sells specific bank service, at the same 
time fulfilling a valuable public rela- 
tions function. The advertising officers 
of other institutions will be interested 
in the results of this bank’s use of 
radio. 


Savings-Loan Fact Book . . . This 
statistical handbook is the first such 
booklet ever published by the United 
States Savings and Loan League. It 
brings together in one volume the vari- 
ous statistics compiled by government 





A revealing volume 


agencies and private organizations on 
the subject of savings, home financing, 
and the savings and loan and coopera- 
tive bank business. The bulk of the 
data in the book’s 72 pages is present- 
ed in simple, concise style through 36 
charts and 46 tables. 


Anniversary Brochure... Numer- 
ous ideas for the bank and others con- 
sidering the publication of an anniver- 
sary booklet are contained in this 
centennial birthday brochure of The 
New York Savings Bank. The booklet 
is in full color and gives many inter- 
esting approaches to the problems in- 
herent in weaving an institution’s his- 
tory and policies, activities, services 
and statistics into an attractive book- 
let. The supply is limited. 
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Don’t miss these 3 places! 
New Mosler developments 
for the ‘“‘bank of the 
immediate future”’ will be 
previewed at all three 
locations in Atlantic City 
during the A.B.A. Con- 
vention. Make sure your 
plans include a visit to all 
three. They’reeye-openers! 
P.S. Be sure to see the Chase National 
Bank’s famous display of historic cur- 


rency which will be shown in conjunction 
with Mosler’s exhibits. 


October, 1954 


WHATS Next FOR THE 


BANK OF THE FUTURE? 
Find out at the ABA.Convento” 


See three great, new developments Mosler will show for the first time in Atlantic City! 
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Look for the Mosler Hospitality See, too, what Mosler is showing And don't miss Booths 89 to 92 
Bungalow on Central Pier. at the Central Pier branch of in Convention Hall, 

the Guaranty Bonk and Trust 

Company. 


IF IT'S MOSLER ... IT'S SAFE 


Mosler Safe “”” 


World’s Largest Builders of Safes and Bank Vaults 








Let SAM SNEAD 
show you how to 
improve your golf. 


Don’t miss the Mosler Golf 
Clinics with Sam Snead in 
person, Sunday, Monday 
and Tuesday (Oct. 17-19) 
on Central Pier, hourly 
from 11:00 A.M. to 7-00 
P.M. (FREE. Sam Sneads 
new book, “Natural golf” 
—compliments of Mosler.) 







































Hear you’re a 

correspondent of 
The First National Bank 
of Chicago. 








Right! Their services 
are really complete ! Like 
their industry-specialized 
loan information... 

















A most valuable correspondent service we provide is National Bank of Chicago—or for just a friendly visit 
up-to-date, firsthand information on specific industries —why not drop in and visit us at Atlantic City ?* 
and businesses. You see, our Commercial Department 
is composed of 10 Divisions — each Division serving one DIVISION F 
smallgroup of related industries. Our Divisional officers Joun J. ANTON, Vice-President 
have a specialized, current knowledge of the industries AssisTANT VICE-PRESIDENTS 
th eck with VERNE L. BARTLING Me tvin H. Tures 
7 by P - ; Cuar_es F. NEWHALL Joun S. GLEason, Jr. 
This information is immediately available to you Victor C. von MEpING Georce W. MILLER 





whenever you need it. This is just one of the many 


: : Tuomas J. NuGENT 
services provided to our correspondent banks. To talk 











over the advantages of doing business with The First *East Solarium, Blenheim Bldg., Marlborough-Blenheim Hotel 
Epwarp F. Brown, Chairman of the Board 
James B. Forean, Vice-Chairman 
Homer J. Livincston, President 


Watter M. Heymann, Executive Vice-President 


Harotp V. Ampere, Vice-President Huco A. ANnpvErRsON, Vice-President 
Gaytorp A. FREEMAN, Jr., Vice-President HERBERT P. Snyper, Vice-President 


& The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Burroughs Clearing House 








COURT DECISIONS 


By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 








Bank Policy as might be a violation of some state law, acting in accordance with customary 
A Prosecution Defense it is not a violation of the federal bank policy. Authority (expressed or 

A bank employee prosecuted for statute so long as the defendant was implied) from his superiors would, if 
misapplying funds may defend on the 
ground that his practice of paying 
checks drawn on insufficient funds, 
without charging the checks to the 
drawer’s account, was condoned by his 
superiors and was, in fact, a common 


procedure by which the bank granted YOU CAN BANK ON 


“informal’’ loans. 


Defendant Klock was prosecuted 
s under a federal statute making it a 
federal offense for an employee of a 
member bank of the Federal Reserve 
J 


System to misapply funds. Klock, a 
supervisor in the bank’s bookkeeping 





to help you win and hold 


5 ag _ . a nen 
= oO overdraw his account to the exten * 
; of more than $1,600,000 and had de- checking account customers 
3 liberately failed to charge the over- 
drafts to the drawer’s account. Both CheckMaster (free book plan) and Chexcel 
At his trial, the defendant at- (sell the book plan) now have the best looking 
tempted to introduce evidence indi- check sets in the field . . . and still cost less. 


cating that the bank had knowledge 
of overdrafts by its depositors, and 
had allowed such overdrafts not only 
in isolated instances but frequently 
over a long period of time. Such evi- 
dence included: (1) financial state- 
ments of one of the bank’s depositors, 
which showed that the bank had al- 
lowed the depositor to overdraw its 
account repeatedly and had given it 
as much as a month in which to make with counter and lobby 
good the overdrafts; (2) testimony of with newspaper ad mats, car cards posters, folders and 
a branch manager of the bank to the and radio spot announcements. illuminated displays. 
effect that he had, for years, known 
of a practice of treating overdrafts as 
loans; (3) testimony of a former bank We help you V No initial outlay for operating 
bookkeeper with regard to a bank SERVE them forms or merchandising aids. 

> A Bank pays only for personalized 
practice of not charging overdrafts cheitintin cited ter etna 
to accounts of certain depositors. actually served. 

The trial judge excluded this evi- 
dence on the ground that authority > eek oe ee 
oe ee ee * Kleck. ‘Te laa signature cards, ledgers, statements. 
maxim is, “authority to commit a 
crime is an impossibility.” Klock was 
found guilty by the jury. 

On appeal, the U.S. Court of Ap- More profitable for Banks More popular with Customers 
peals for the Second Circuit (Con- 
necticut, New York, and Vermont) re- 
versed the conviction and ordered a ‘/y Ch; 
new trial. The trial judge was in error ( COK YRW 24 


in excluding the evidence offered by 


Judge for yourself. Write for sample check sef. 


We help you 
FIND [@& We help you 
customers , SELL them 


Vv Personalized plans that feature 
top quality imprinting. 














INC. 
the defendant. 
The court said that while the de- 400 MADISON AVENUE, NEW YORK 17, N.Y. 
fendant’s practice of making informal NAPERVILLE, ILLINOIS 
loans to the overdrawing depositor BOOTHS | and 2, A.B.A. Convention, Atlantic City, Dates, Oct. 17-20 
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proved, negative the charge of mis- 
applying funds. Of course, the court 
pointed out, if it were shown on re- 
trial that Klock knew that his supe- 
riors’ authorization of overdrafts was 
beyond their authority — because of 
some federal or state statute or regu- 
lation prohibiting such “informal” 
loans—then his defense of authoriza- 
tion would not be valid. United States 
v. Klock, 210 F. 2d 217 (2d Cir. 1954). 
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Deductible Insurance 
Expense 


A bank in West Virginia deducted 
from its federal income tax the prem- 
iums paid on life insurance policies 
held as collateral security for money 
loaned to the insured. At the time of 
the deduction the cash surrender 
values of the policies were more than 
enough to cover the premiums paid. 
In fact, the excess of cash surrender 
value over the premiums paid would 
have run in the neighborhood of 
$12,000 in 1944 and $11,000 in 1945. 

However, the cash surrender values 
in those years were less than the 
total premiums which the bank had 
paid between 1931 and 1945. The in- 
creases in cash surrender value in 
1944 and 1945 were also less than the 
premiums paid in those two years. 

In reviewing the bank’s tax return, 
the Commissioner of Internal Rev- 
enue took the position that the prem- 
iums paid were not deductible unless 
the right of reimbursement from the 
debtor was worthless in the year of 
payment. 

A Tax Court and later a U.S. Court 
of Appeals, however, ruled in favor of 
the taxpayer and against the Com- 
missioner. The courts concluded that 
the premiums paid in 1944 and 1945 
qualified as ordinary and necessary 
business expense, incurred and paid 
in the carrying-on of the taxpayer’s 
business in those years. The tax court 
ruled that the bank’s right of reim- 
bursement from the debtor was not 
worthless, and on this point, the ap- 
peals court said: 

“'..We cannot say that the tax 
court was wrong in concluding that 
the cost incurred by the creditor bank 
in the preservation of its collateral, 
by the payment of annual premiums 
which had no direct relation to the 
surrender values of the contract 
should be regarded as part of the 
running expenses of the bank’s busi- 
ness, since the determination of the 
question necessarily depends upon the 
facts of the particular case and the 
conclusion of the expert administra- 


| tive authority is entitled to great 
| weight.” 


The Commissioner had relied un- 
successfully on the principle that an 
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located in Detroit, 





With banking offices, 


Dearborn, Grosse Poi 


Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 







































TRANSFER RECORDS 
THIS EASY WAY 
AND HAVE... 
ECONOMY, 
SYSTEM, 
SAFETY}. 


STORAGE BOXES 





Protect your inactive business records 

with proper storage. LIBERTY STORAGE 

BOXES are constructed of highest test 

corrugated fibre-board. Dust-proof, spill-proof 
protection. Liberty’s storage system assures fast- 
finding of any record. Try LIBERTY BOXEs for 
quality and low cost. 25 stock sizes. 
Sold by leading stationers. 








Clip this ad to your letterhead 


FOR FREE BOOKLET 


1 Record retention chart tells you how long 
to keep specific records 

2 Gives complete information for best 

procedures in record storage. 


BANKERS BOX COMPANY 


720 S. Dearborn Street * Chicago 5, Ill. 





LEADING 
INDEPENDENT 
AND CHAIN 





COIN CHANGER 


“The Lowest Priced Modern Changer” 





Over one quarter of the nation’s leading 
banks now using. More than 450 in use 
in one large Western bank chain. Sim- 
plifies change handling. Sturdy alumi- 
num, gray hammertone finish. Parts and 
workmanship guaranteed. 


A TRIAL WILL CONVINCE YOU. 
See your dealer or write factory 
for 15 day free trial. 

















With roll-out base — $22.50 extra, 








plus tax. (Model 1107 with silver 
dollar key — $70, plus tax) 












expenditure intended to yield benefits 
to a business over a period of years 
as a capital expenditure is not ordi- 
narily deductible, and if it is deduc- 
tible at all, it must be one which is 
amortized over the years in which the 
benefits are received. 


Commissioner of Int. Rev. v. The 
Charleston Nat. Bank, 213 F. 2d 45 
(1954). 
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Insurance Trust 
Agreement 


The Supreme Court of Oregon has 
held that since an insurance trust 
agreement that named the defendant 
bank as beneficiary-trustee was not 
testamentary in character, the agree- 
ment was not revoked by a subse- 
quently executed will. 


Four days after entering into the 
revocable insurance trust, the said 
trustee wrote a will naming his wife 
as executrix. Later the wife claimed 
the proceeds of the insurance policies 
in the trust on the basis that the will 
had revoked the trust. 


After dealing with the historical 
aspects of the ordinary life insurance 
policy and of the life insurance trust, 
the court pointed out that modern 
policies with cash surrender values, 
loan potentials and extensive powers 
of assignment or change of benefici- 
ary meant that the beneficiary has no 
more than an expectancy, whereas 
under the old policy and old view he 
was considered the owner. 


The court said its own view was 
that the ownership of the modern 
policy was actually divided between 
the beneficiary and the insured, with 
the loan in cash surrender value as 
the property of the insured, and the 
beneficiary the owner of a promise to 
pay the proceeds at the death of the 
insured, subject to the insured’s right 
of revocation. 

The court went on to say that this 
right of revocation of the trust deed 
“cannot really be distinguished from 
the power reserved by the insured to 
change the beneficiary.” 


Gordon v. Portland Trust Bank, 271 
P. 2d 653 (1954). 
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Supervisory Agency’s 
Authority 


The superintendent of banks of the 
State of New York subpoenaed the 
records of a corporation that claimed 
to be entirely engaged in the real 
estate business and not at all affili- 
ated with any banking corporation. 
The appellate division of the New 
York Supreme Court upheld his au- 
thority to do this even through the 
subpoena did not disclose on its face 
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see for yourself at the A.B.A. Convention ... 
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ies YOU'VE been reading about it, hearing about it. Very likely, 
vill you’ve been talking about it—with banker friends and associates, 

, No wonder. Push-button control of the ponderous bank vault door 

ca. P , , 
ce is as revolutionary an improvement as was the first self-starter 
ist, on automobiles, as is power steering today.. 

t 
m4 Now, at Atlantic City, you can get the whole story—in only 10 minutes, 
oe A motion picture, with sound, will show you how pressing a button 
ici- (1) actuates the boltwork and pressure system, (2) swings the 
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2as door open or closed, (3) lowers or raises the foot bridge. 
he It’s new, it’s important. It’s exclusive with Herring-Hall-Marvin 
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2en building or remodeling an old one. 
ith 
as 
the 
to 
the 
ght 
his 
eed 
om 
| to 
271 
There will be a continuous showing of the motion - a 
picture during the hours when the exhibits are open. = — 4 | ~4 Rawr side show A new lobby display 
Our space numbers are 102, 103, 104. Chairs will be = ip : IN OUR " ’ 
‘ po < har dtinrtched that will sell safe deposit box rentals as 
Atipati for your comfort. The ——— —- nd seen i - Ba ey have never licen csld betece will be 
the 10 minutes. And you are very cordially invited. chown in our exhibis space. An tempestent 
the feature is a Household Inventory Record 
aes offered on a help-yourself basis. The dis- 
a play is free to any bank which will give 
‘on it conspicuous lobby space. See it at At- 
low lantic City. Place your order. 
atte HERRING -HALL:- MARVIN SAFE COMPANY 
the ° ° 
"nai Hamilton, Ohio e suitveRs OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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® Complete modern banking facilities await 
you and your clients. Inquiries are invited 
regarding export-import trade, agencies, 
plant locations, taxation or foreign 
exchange. Information provided to meet 
specific requirements. 





COMPLETE 
BANKING SERVICE 


ACROSS CANADA 
sts )OMINION 
Toronto, Canada BAN K. 
New York a Wall Street 











BANK SIGNS 





Picture the name of your bank in enduring 
bronze .. . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
most economical prices. 

Send for free illustrated catalog 


INDUSTRIAL 
BANK 








DESK NAMEPLATES 


2” x 10” li f , $7.50 
OF JAPAN, LTD. 2/2" ‘ 10” ‘in ae Je pan $9.00 


on bronze easel—other styles available 
ESTABLISHED 1902 "Bronze Tablet Headquarters’ 


MARUNOUCHI, TOKYO, JAPAN UNITED STATES BRONZE SIGN CO., inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 














that examinations sought were rele- 




















vant to an inquiry within the super- 
intendent’s province. 

The subpoena was pretty plainly on 
its face a “fishing expedition” since 
it recited that the records described 
were deemed “relevant and material” 
to an inquiry into the “conduct and 
affairs generally of John Doe and 


others.” Under New York law the 


superintendent of banking is author- 
ized to conduct such investigations 
that he may deem necessary to deter- 
mine whether any person or corpor- 
ation has violated any provision of 
the banking laws, and “to the extent 
necessary for this purpose” to ex- 
amine relevant books, documents, and 
records. 

The argument of the real estate 
operator was that the naked subpoena 
on its face failed to show that the in- 
quiry came within the range of the 
superintendent’s authority. He was a 
realtor he said, and not a banking 
corporation subject to general powers 
of inspection, and therefore the mere 
nominal John Doe form was not 
enough. 

In answer, the superintendent of 
banking declared that the subpoena 
showed that the investigation was 
into the activities of several corpora- 
tions offering to consolidate; that 
those corporations would settle debts 
with debtors under arrangements by 
which the debtors made weekly pay- 
ments; that those corporations would 
accumulate such payments and charge 
the debtor as high as 18 per cent of 
the amount owed as interest; that 
part of the payments would be trans- 
mitted to the debtors’ various cred- 
itors, using their own checks; and 


| finally, that the real estate firm in 


question would send its checks pay- 
able to credit unions and banks for 
the accounts of various named indi- 
viduals in the same pattern as those 
corporations under investigation. 
The court pointed out that the 


| superintendent had the power of sub- 


poena to “the extent necessary” to 
inquire whether provisions of the 
banking law had been violated and 
that his proof showed the issuance 
of the subpoena duces tecum be for 
record, documents, to be in “a proper 
case.” 

The court concluded “if the power 
exists, the decision to exercise it in 
a proper case presents an administra- 
tive and not a judicial question.” 
Dawn Operators, Inc. v. Lyon, Super- 
intendent of Banks, Appellate Divi- 
sion, New York Supreme Court, N.Y. 
Supp. (1954). 
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Jurisdiction over Movables 


Local loyalties versus theoretical 
rules of jurisdiction were very much 
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Few bankers realize how much this kind of “legal embezzlement” can cost the bank. 





How else would you describe the quiet daily ‘‘theft’’ 
of time and money that old-fashioned “hunt and pick”’ 
card filing systems cause in a bank? 


CHECK FOR IT in your bank, tomor- 
row! Watch those drawer files, tub files 
and any other time wasting files that 
contain active records the bank uses 
constantly. 





See how much of your customers’ time 
as well as your clerks’ time and energy 
they steal. Add up the cost of this 
hopping and hunting. Figure in the re- 
sulting clerk fatigue, inefficiency, errors. 
That’s what you'll save with Revo-Files. 
Modern Revo-Files eliminate lost time, 
lost motion . . . instantly “turn up” needed 
records! Improve customer relations. 
Here’s a proved way to give your clerks 
finger-tip control over thousands of 


signature cards, credit cards, mortgage 
records—any records the bank uses 
constantly. Revo-Files “round them 
up” into compact, mobile units your 
clerks use with utmost efficiency—from 
an easy sitting position. No costly 
transposition job necessary. You use 
the same records you have, now. 


If your bank has 3,000 or more active 
cards, it will pay you to check the 
reasons why other leading banks and 
businesses are turning to Revo-File: the 
increased efficiency . . . reduced costs 
. . . the savings in time and money. 
Mail coupon, today, for free illustrated 
folder. It’ll open your eyes! 
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REVO-FILES may be used singly, or in bat- 
teries. Variety of models available, including 
manual, automatic electric selection and 
“high boy” types. All standard card sizes 
accommodated. 


MAIL COUPON, TODAY, FOR FREE ILLUSTRATED FOLDER! 


jivi- eeeeeeeeeeeeeeeeeeveeeeeeeeeeeeeeee ee 
y.Y ~ Revo-File Division 
“=. > The Mosler Safe Company, Dep’t BCH-10 
320 Fifth Avenue, New York 1, N. Y. 


Please send me your free illustrated folder giving full details on 
Revo-File, world’s finest revolving file. 











D’S FINEST ROTARY 
les WORL s 0 CARD FILE 


_ Another product of 


sy * Mosler Safe “~~ 
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PINAR DEL RIO 


This Bank's 18 offices, located in the 


8 Banking Offices 
Throughout 





whe 


~~ HOLGUIN 





SANTIAGO 
et CUBA 


lie 


nine principal cities of Cuba, permit us 
to carry out transactions for you —effect- 
ively and without delay—in any part of 


the country. 


For information, write or wire: 


The Trust Company of Cuba 
Head Office: / Obispo 257+ Havana, Cuba 
Resources exceed $150,000,000 





ACCOPRESS 
BINDERS 


for Economy? 






Find the record you want when you want 
it— ACCO-bind all your business papers. 
With ACCOPRESS Binders of fine press- 
board you'll get the efficiency and conven- 
ience of loose leaf binding for letters,orders, 
contracts, invoices, reports, etc. combined 
with low cost, long life economy in filing. 
Large capacity (expand up to 6”). Stack 
flat. Choice of colors and sizes for every 
need. Ask your stationer. Remember... 
ACCO-bound papers are SAFE papers. 


ACCOBIND folders 


ACCOPRESS binders 
PIN-PRONG binders 
(for marginal multiple punched forms) 
ACCO punches 
and other filing supplies 


ACCO PRODUCTS, Ine. 
Ogdensburg, New York 
In Canada: ACCO Canadian Co., Ltd., Toronto 
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New Improved 
Tellers’ Vault Truck 


ws 
: mt 






‘ 
2% 





New streamlined tubular steel frame- 
30” high 

New heavy gauge metal shelves 
18” x 31” 


New large, smooth-rolling wheels 


Best for busy banks. Exclusive, im- 
proved features. A teller’s cash books 
and materials go easily and all at once 
into the vault. Saves time... promotes 
efficiency. Shelves have 1%” raised edge 
to prevent spilling. Rear wheels swivel. 
Has hard-wearing, soft-tone aluminum 
finish. 
Shipped assembled - $49.50 
Order direct today from 


North Branch Chair Company 
12 Brown Street North Adams, Mass. 












at issue in recent litigation in the 
States of Texas and New Mexico over 
the administration of a multi-million- 
dollar estate. The United States Court 
of Appeals, Fifth Circuit, held that it 
had been error to enjoin an estate 
administrator in Texas from continu- 
ing prosecution in New Mexico state 
courts of an action for the construc- 
tion of a will. 

Nine days before the testator and 
his family were killed in a private 
airplane accident in Alaska, he ex- 
ecuted a will devising and bequeath- 
ing to a Texas bank, as trustee, all 
the real and personal property he 
owned in Texas in trust. He also de- 
vised and bequeathed to a New Mex- 
ico bank, also as trustee, all the real 
and personal property he owned in 
New Mexico. As executors, he named 
the New Mexico bank and his wife 
co-executors, and named the Texas 
bank executor, if it was necessary to 
raise an ancillary (i.e. auxiliary) ad- 
ministration in Texas. 

The decendent was admittedly dom- 
iciled in New Mexico where the will 
was executed, but a large part of his 
estate consisted of shares of stock in 
a petroleum company, which was or- 
ganized under the laws of Texas and 
conducted all of its business in that 
state. However, these shares of stock 
were situated in New Mexico and the 
New Mexico bank took possession of 
them. The controversy arose between 
the New Mexico and the Texas banks, 
and involved the administration of 
assets worth so many millions of dol- 
lars that some six million dollars had 
to be raised for estate tax purposes 
alone. 

The New Mexico bank attempted 
to gain control of the petroleum com- 
pany by sending the shares in for 
transfer to the corporation office and 
calling a meeting for the election of 
new directors. The Texas bank count- 
ered this move by getting an order 
from the Texas court prohibiting the 
corporation from recognizing the 
transfer of the shares. Both banks 
went into both their state and dis- 
trict federal courts in an attempt to 
gain the right to administer the 
shares, and the district court of each 
state favored its particular bank and, 
therefore, necessarily came to dia- 
metrically opposite conclusions. 

The U.S. Circuit Court pointed out 
that the property of a person while 
living, wherever it may be located, is 
for many purposes considered a unit 
and for practical purposes the same 
condition obtains after death, because 
difficulty of administration is en- 
countered if the portion in each state 
is to be treated as a completely sep- 
arate affair. Throughout the opinion 
the court pointed out the desirability 
of co-operation between the states and 
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Why you 
should choose 


FEDERAL 









Mortgage 
Redemption Plans 


Proven customer appeal. Nine 
out of ten borrowers having Fed- 
eral Mortgage Insurance request 
similar protection on other loans. 
Planned by bankers them- 
selves. Federal Insurance meets 
the banker’s exact needs—as 
stated by them. Planned by men 
with a long background in the 
mortgage field. 

Custom designed for you. The 
plans Federal recommends to you 
are based on a careful study of 
. your operations. 

Happy the banker who needn’t foreclose!  compietety flexibte. Complete 


life protection with or without ac- 


cident and health benefits. Also 
Do you offer Mortg age I nsurance? credit insurance for short-term 
— loans. 


Claims paid promptly. Checks 
usually air mailed within 24 hours 
of receipt of claim. 

Simplified forms. Easy for your 
customers, easy for you. They add 
little or no detail to your present 
operations. 

All promotional tools. Rate 
charts, plaques, posters, news- 
paper ads—Federal supplies every- 
thing you need. 

Highest rating. Best’s and 
Dunne’s—leading policy-owners’ 
reporting services—give Federal 
their unqualified recommendation, 


LIFE 
PROTECTION 


DISABILITY 
PROTECTION 


JOHN H. CARTON 
President 
HAROLD L. BUCK 


Vice President and Manager, 
Credit Insurance Division 


Could you stamp a mortgage “Paid in Full” in case a borrower 
died? Or would you face the sorry choice of either taking his 
widow’s home or going along with a bad risk? 

How beautifully Mortgage Insurance answers the question— 
for banker and borrower alike! The borrower knows that by 
adding a small amount to his monthly mortgage payment, he 
will leave his wife a deed instead of a debt...the insurance will 
pay off the entire loan. The banker knows that he'll inherit good 
will, none of the bad feeling that comes in the wake of foreclosures. 

From a human view, from a financial view, there’s nothing else 
like Mortgage Life Insurance. Indeed, many bankers are taking 
it a step further: they’re offering Health and Accident Insurance 
as well. This way, even a borrower’s disability cannot interrupt 
his mortgage payments. 

You can offer both these plans—in a form specially designed 
to fit your operations. Find out how—from FEDERAL, a leader 
in this field for almost fifty years. 


We'll be glad to send you a complete portfolio: description of plans, 
sample forms, customer promotions. Write for Mortgage Plan Portfolio. 













Find out about FEDERAL Mortgage Insurance Plans 


Wolverine-Federal Tower ¢ Battle Creek, Michigan 
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acceptance o 


Write us today. 





We inuite you le make 
A FREE TEST 


SCHERMACK 
POSTAGE STATION 


Thousands of banks have made 
this FREE 30-DAY TEST and, 
invariably, have found such a 
surprising popularity and public 
this service that 
they have retained and perma- 
nently installed their Schermack 
Postage Station as a worthwhile 
public relations feature. Shipped 
F.O.B. Detroit, your only obli- 
gation is the shipping charge. 


SCHERMACK PRODUCTS CORPORATION 


\ DEPT. M, 1164 W. BALTIMORE AVE., DETROIT 2, MICH. 























GUMMED CURRENCY STRAPS 


with solid printed reverse 
color panels on brown Kraft, 
have large dextrine gum 






today 
for 


colorful 
catalog. 
$25 — Orange 
$50 — Light Blue 
$100 — Brown 
$200 — Black 
$250 — Green 
Style K— 1%" x 7%" $500 — Red 
Standard Color Inks $1000— Dark Blue 


$2000 — Cerise 







WORCESTER 8, MASS 
A Complete Line of Money Wrappers 


i ya 
© STANDARD PAPER GOODS MFG.CO. 





ALL-PURPOSE HAT AND 
Se _—S COAT RACKS 


Snap-over 
hooks replace 





Large Capacity in Small Space 
Checkerettes go wherever needed, can be set up 
or taken down in a minute without nuts, bolts or 
tools. Strongly built of welded heavy gauge steel 
box shapes, they stand rigid under any load— 
never sag, sway or wobble. When not needed they 
can be stored away like folding chairs. They have 
more capacity for size—a single bar, 4 ft. unit 
(above, rear) provides 2 hat shelves and holds 24 
coats on hangers (or 32 on snap-over coat hooks); 
the double bar unit, with wider hat shelves takes 
48 coats on hanger (or 64 on hooks). Shelves can 
be assembled at heights for children, adults or 
at top for long gowns, or robes. ese are smart, 
modern units that give more capacity in less space. 
3 ft. or 4 ft. units finished in gray baked enamel. 


Write for Circular. 


VOGEL-PETERSON CO. 


“The Coat Rack People” 
31323 WEST 37TH STREET, CHICAGO 9, ILLINOIS 




























therefore between the administrating 
banks. 

Insofar as land or immovables are 
concerned, the court stated that it was 
universally recognized that apart 
from statute, the administration must 
be had at the situs (i.e., where the 
land or immovable is situated). While 
lands were not directly involved in 
this case the court felt that a con- 
siderable part of the estate consisted 
of income-producing lands in Texas 
and therefore had to be adminis- 
tration in that state. It went on to 
point out the difference between ad- 
ministration and distribution, and 
hung its finding on that difference. 
The former involves the collection of 
assets and the paying of debts, includ- 
ing taxes and cost of administration. 
The court said that administration 
rather than distribution was involved 
in the dispute at the present juncture 
and that each state had the right to 
control and administer the personal 
assets of a deceased person found 
within its border, and that the New 
Mexico bank, during the administra- 
tion stage, was not entitled to recog- 
nition of its status in Texas nor to 
possession of assets located in Texas. 

While comity would let the domi- 
ciliary state control the distribution 
of the movable or personal property 
and the domiciliary law and the facts 
pertinent to the construction of a 
will as an entirety are determined by 
the courts of the state of domicile, 
the court pointed out: .. . “according- 
ly a judgment by a competent court 
in the state of domicile, insofar as 
the judgment relates to movables, will 


| generally, if not always, be followed 


by the courts in other states on ques- 
tions as to the construction of the 


| will and the rights of persons claim- 
| ing under it. It would be premature 


for us to hold that the judgment of 
the New Mexico state court charged 
with the construction of the will un- 
der the laws of that State will be con- 
trolling as to the distribution of the 
movables located in Texas. It is 
enough for present purposes to say 
that that judgment, when fairly ren- 
dered, will at least be highly persua- 
sive, and that there is no present con- 
flict of jurisdiction between the New 
Mexico state court and the federal 
district court in Texas.” 

The court concluded that the dis- 
trict court for the northern district 
of Texas acquired jurisdiction of the 
res (i.e. stock) to the exclusion of 
the United States District Court for 
the district of New Mexico. 

“Independently of the terms of the 
will, we have indicated our view that 
ancillary administration in Texas is 
necessary, and we can see no escape 
from that conclusion in view of the 
presence in Texas of both movable 
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They are both good collateral when secured 
by a LAWRENCE FIELD WAREHOUSE RECEIPT 


Lumber and wine are two of a long list of commodities which are prime 
security when backed by a Lawrence receipt. Why? Because— 


1. The integrity of the Lawrence Ware- 
house Company is behind every Lawrence 
Warehouse receipt. Bank officers throughout 
the United States, Canada and Mexico unhesi- 
tatingly make inventory loans when so secured. 


2. Legal liability and fidelity bonds are 
also behind each Lawrence receipt. These 
bonds total $1,000,000 at each of more than 
2500 Lawrence field warehouse locations— 


protection unsurpassed for banks or other 
receipt holders. 


3. Lawrence facility simplifies the handling 
of commodity loans. For example, the exclu- 
sive Lawrence-IBM Commodity Collateral 
Report is electronically compiled for loan 
officers— keeping them always up to date on - 
inventory values while reducing the costs of 
servicing loans. 











LAWRENCE ON WAREHOUSE RECEIPTS - + « IS LIKE CERTIFIED ON CHECKS 











]AWRENCE WAREHOUSE (OMPANY 











NATIONWIDE FIELD WAREHOUSING 











37 Drumm Street, San Francisco, California 


100 N. La Salle St., Chicago 2, Ill. 
OFFICES 






IN PRINCIPAL CITIES 


79 Wall Street, New York 5, N.Y. 





and immovable assets. As to the dis- 
tribution of the estate in Texas, any 
decree by the District Court for the 


CONTINUED FROM PAGE 46 

in civic affairs and is at present a 
trustee of the University of Chicago; 
trustee and treasurer, The Art In- 
stitute of Chicago; director and treas- 
urer, Chicago Boys Club, Incorporated ; 
and trustee of the Chicago Child Care 
Society and of the Farm Foundation. 

In 1928, Mr. Livingston was mar- 
ried to Miss Helen Henderson of Chi- 
cago. They have one son, Homer, Jr., 
who is a sophomore at Princeton Uni- 
versity. The Livingston home is in 
River Forest, a suburb of Chicago. 

The bank of which Mr. Livingston 
is president is the sixth largest in the 
country. It has total current deposits 
of $2,515,000,000, loans of $1,203,000,- 
000 and capital, surplus and undivided 
profits of $199,500,000. It occupies the 
lion’s share of a city block in the Chi- 
cago loop. Because of Illinois law, it 
has no branches. 

It is a progressive institution and 
is especially noted for a number of its 
developments. Among these is its 





Northern District of Texas should 
await the, final conclusion of the con- 
struction of will suit pending in the 


& e oa 


HOMER LIVINGSTON 


savings department, which is char- 
acterized as having “the largest 
amount of savings deposits held by 
any bank in the world, not a mutual 
savings bank, and operating only one 
office.” The savings department serves 
some 340,000 customer accounts and 
boasts total time deposits of $538,- 
000,000. A growth of some $20,000,000 
was shown for 1953 over 1952, in what 
was generally considered a year of 
marked competition for such deposits. 
The bank pays a rate of 114 per cent 
on all time deposits. 

Another development for which the 
bank is noted is its divisional organ- 
ization for serving commercial cus- 
tomers in their discount and deposit 
relations with the bank. This was es- 
tablished by the elder Mr. Forgan and 
has been substantially augmented 
under Mr. Brown and Mr. Livingston. 

Under the plan, the bank today has 
a total of ten divisions. Division A, 
for example, serves business and pro- 
fessional customers in the following 





New Mexico state court.” 
Albuquerque Nat. Bank v. Bank in 
Abilene, 212 F. 2d 943 (1954). 


lines: meat products, grain, flour, feed, 
seed, livestock commission, coal, doc- 
tors and lawyers. Each division, from 
A to J, has its special groups, with the 
exception of division F, which serves 
banks and bankers by territories, and 
division J, which is devoted to inter- 
mediate and serial loans. The First 
National Bank also has a woman’s 
banking department that has grown to 
substantial size. 

Among newer developments in the 
bank that Mr. Livingston has spon- 
sored are its consumer credit depart- 
ment and its loans to small business 
activity. In both cases, he states, these 
were developed to round out the bank’s 
services. In the case of consumer cred- 
it, he felt that this service should be 
established so that customers of other 
departments would be able to make 
installment loans in their own bank 
and so that this service could be of- 
fered to everybody generally in the 
community. 

The bank’s program of offering 
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More and “Were BANKS, 


SAVINGS AND LOAN 
BUSINESS, 


ASSOCIATIONS, 
#——INDUSTRIAL UTILITY and 
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GOVERNMENT OFFICES are ‘. 
adopting CHANGEPOINT _ >" 
bilate Mi iatetaa 


more convenient, sate and 


dependable, Write-fortitera- 


ture and price’ today. 
a ¥ 


544 South Rockford 
- TULSA,OKLAHOMA 
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“T've Put a Stop to : 


“Certainly winds up that trouble we’ve 
always had, of checks being cashed 
twice. Either we didn’t get ’em at all 
with the hand stamp or somebody did 
away with the hand-stamp cancellation. 
Next thing we knew, we’d have a red- 
hot-mad customer on our hands! 


“Like I say . . . that’s behind us, once 
and for all. 


“I’ve got a machine that punches 
holes in checks, holes you can read, 
that say ‘paid,’ and give the date. 


“‘Bookkeeper uses it — they call it a per- 
forator — and cancels checks as fast as 
he enters ’em. Just can’t miss, I tell you, 
and it’s a cancellation that’s bound to 
last as long as the paper it’s on. 


“It’s the smoothest wrinkle 
yet for banks. Takes a load off 
my mind, you bet!” 

Banks were quick to adopt 
check cancellation by perfora- 
tion when Cummins intro- 
duced it 67 years ago, and it’s 
still the “smoothest wrinkle” 


aU be IN BUSINESS AND BANKS @ SINCE 1887 


Mmmimns 


that Monkey Business... 


**...Easy as fallin’ off a log! Yes, sir...I’ve found a 
way to cancel checks so they stay canceled. Better 
still, it cancels ’em all, can’t miss a single one! 












for check cancellation. Cummins Perfo- 
rators offer safety, speed and low-cost 
operation unchallenged by any other 
method. Ninety-eight percent of the na- 
tion’s banks cancel checks by perfora- 
tion; 85% of those banks use Cummins ! 


Some banks which have mistakenly 
returned to the horse and buggy days of 
face stamping, in conjunction with 
other banking operations, have tried it 
and then gone back to the perforating 
method. They found other methods cost 
more to operate and they did not want 
to leave themselves open to such disas- 
trous incidents as the Mankato theft of 
1917, when $15,000 worth of 
face-canceled cashier’s checks 
were stolen and recirculated 
after cancellations were re- 
moved. 


If your bank is one that has 
switched, or is contemplating 
a switch, to old-fashioned face- 
stamping, send for the Cum- 
mins man... but quick! Talk 
it over with him. Let him tell 













you about the experience of other banks 
which have changed, then changed back. 
It will save you the expense of making 
the experiment. 

Qr, send coupon for newly discovered 
facts on check perforation vs. face can- 
cellation. 







Send coupon, or refer to 
| & Cummins listing in classified 
“a. telephone directories in 

Y principal cities. 





c ins-Chicago Corp. 
Dept. BC-104, 4740 N. Ravenswood Ave. 
Chicago 40, Illinois 


Without obligation, please send me newly 
discovered facts about Check Cancellation. 





Name of Bank 





Address of Bank 





City_. See 
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customers. 





Accounts Receivable 
Financing 


i* YOUR BANK does not handle this type of 

business, CoMMERCIAL Crepit can help your cus- 
tomers who need more funds than are justified under 
their banking lines of credit. CommerciaL CReEpIT’s 
Accounts Receivable Financing can function quickly 
and smoothly, and does not interfere with your bank- 
ing services to these customers. Any CoMMERCIAL 
Crepir CorporaTion divisional office listed below 
will be glad to furnish information to you or your 


BattimoreE 1—200 W. Baltimore St. 
Los Ance.es 14—722 S. Spring St. 
San Francisco 6—112 Pine St. 


A Service Available Through Subsidiaries of 


COMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $145,000,000 


Cuicaco 6—222 W. Adams St. 
New Yorx 17—100 E. 42nd St. 














Now Available— 


Collection and 
Letters of Credit . 
Schedules for Peru 


Send for copies 


These schedules include valuable 
information on local customs and 
practices for correspondent banks, 
firms and individuals. Whenever 
you do business with Peru—collec- 
tions, letters of credit, any trans- 
action—call on this Bank. Staffed 
with experienced personnel, we 
operate 40 offices throughout Peru. 


BANCO INTERNACIONAL 
DEL PERU 


Head Office-Lima, Peru-Founded 1897 
S /.56,000,000. 


Capital and Reserves 





100 





















Precision Manufacturers of 

PASSBOOKS for— 
Commercial Accounts 
Savings Accounts 
Loan Accounts 


CHECK COVERS for— 
End Stub Checks 
Top Stub Checks 
Three-on-a-page Checks 
Open End 
Thumb Cut Envelopes 





A Complete line of— 
VINYL PLASTIC CHECK COVERS 
and COMMERCIAL PASSBOOKS 





SPECIALISTS IN PASSBOOKS AND 
FORMS FOR MACHINE POSTING 


Write for samples 
and prices today ! 


WILLIAM EXLINE INC, 


1270 Ontario Street + Cleveland 13, Ohio 





loans to small business was begun in 
1945. Mr. Livingston’s opinion was 
that the providing of risk credit to 
smaller firms was essential to supple- 
ment the bank’s more conventional 
loans. He points out that the volume 
of risk credit involved in the lending 
operation has grown steadily and he 


| can cite numerous examples of small 


companies that have been aided and 
that have prospered as a result of the 
bank’s willingness to make loans of 
this type. 


R. LIVINGSTON is also proud of 

a profit sharing plan for officers 
and employees that was inaugurated 
early in 1953. Under the plan, all mem- 
bers of the staff, clerks and officers, 
participate after five years’ service 
with -the bank. Payments into the 
fund represent an amount equal to 
20 per cent of net income remaining 
after deducting an amount equal to 
7 per cent of the bank’s capital stock, 
surplus and undivided profits, or 13 
per cent of the aggregate salaries ac- 
tually paid during the year. The first 
payment into the fund, for 1953, rep- 
resented the 13 per cent figure. Profit 
sharing distributions will be held in 
trust and invested in securities which 
will include, it is expected, the bank’s 
capital stock, and payment will be 
made to staff, members at the time they 
leave the bank. 

Beyond these developments, there is 
one further word to be said both about 
the bank as an institution and about 
Homer Livingston. It is that both, 
traditionally, are firm believers in 
strong management and a strong or- 
ganization. 

The bank’s top management today 
is represented by Mr. Brown, as chair- 
man; James B. Forgan, as vice-chair- 
man; Mr. Livingston as president; 
Walter M. Heymann, as executive vice- 
president; and a group of four general 
vice-presidents. These officers, in turn, 
are followed by the bank’s divisional 
set-up and by its various’ banking, 
trust and operating departments. 

An example of the strength that 
exists in the bank’s organization is 
suggested by the leading roles that 
many of its officers are playing in bank 
association and affiliated activities. 
Herbert V. Prochnow, for one, heads 
the Central States School of Banking. 
Charles Z. Meyer has served as presi- 
dent of both the Controllers Institute 
and The National Association of Bank 
Auditors and Comptrollers. Gaylord A. 
Freeman, Jr., C. Edgar Johnson and 
many others have all played leading 
roles in association activities. 

Mr. Livingston’s abiding belief in 
a strong organization and in effective 
team play is an important asset that 
is likely to be reflected in a smoothly 
functioning, well-directed American 
Bankers Association in the year ahead. 
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Left to right: Theodore G. Waale, Director, Office of Procurement and Technical Assistance; Robert H. Montgomery, Deputy 
Administrator; Donald A. Hipkins, Deputy Administrator; Wendell B. Barnes, Administrator; Robert C. Jones, special Assist- 
ant to Administrator; John J. McCarthy, Special Assistant to Administrator; and William L. Rollins, Director, Office of 













and processes, or perhaps they own a 
product patent, but they often lack the 
technical know-how or means of put- 
ting the articles or new ideas to prac- 
tical use. We are endeavoring to give 
valuable counsel to these people. In 





Financial Assistance 


A meeting of the top officials at S.B.A., to discuss matters of overall policy 


many cases we may be able to direct All of the S.B.A. activities are 
them to research institutions or lab- aimed at aiding small business to meet 
oratories which can give the needed the continuing challenge of our .dy- 
help, or we may be able to refer an namic, ever-changing econoray. In this 
inventor to a firm which can utilize program, the cooperation of the na- 
his idea to mutual advantage. tion’s banks is invited and encouraged. 



















We don’t have an unlisted 
number! We like taking calls 
—calls upon us for any and 
all kinds of correspondent- 
banking service. With 38 
offices in 23 key Northern 
and Central California 
cities, and 81 years 

of banking in the West 
behind us, we can 

“put you through 

on a good connection.” 
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Super Elevator Files ease the record-keeping desired . . . changes of address can 
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complete cross reference system is 
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and accurate service .. . and 

74,000 cards (6 x 4) require only 

17 square feet of floor space. 
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A.B.A. CONVENTION 
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officers for the coming year. 

Savings and Mortgage Division. 
This division’s annual meeting on 
Monday morning will open with an 
address by the division’s president, 
John W. Kress, executive vice-presi- 
dent, The Howard Savings Institution, 
Newark, New Jersey. 

Under Secretary of Commerce 
Walter Williams will follow Mr. Kress 
to the speakers’ platform. Mr. Wil- 
liams will discuss “Patterns for Eco- 
nomic Growth.” 

State Bank Division. The first order 
of this division’s annual meeting on 
Monday morning will be the address 
of the division’s president, Harry M. 
Arthur, who is president of the Arthur 
State Bank, Union, South Carolina. 

The second speaker for this meet- 
ing will be James Q. duPont of E. I. 
duPont de Nemours and Company, on 
an intriguing subject entitled, “We’re 
Working While Rome Burns.” 

The third speaker on the program 
will be Mr. Cook of the Federal Depos- 
it Insurance Corporation, who will 
speak on “Our State Banking System 
—Past and Future.” 

National Bank Division. Henry A. 
Kugeler, president of this division, 




























-Entertainment feature, Fred Waring’s Pennsylvanians 


will open its annual meeting with an 
address on Monday afternoon. Mr. 
Kugeler is president of The Denver 
National Bank, Denver, Colorado. 

Following the division president’s 
speech, Ray M. Gidney, Comptroller 
of the Currency, will extend his greet- 
ing to the national bankers. 

Mr. Gidney will be followed by U. 
V. Wilcox, Washington, D.C., corre- 
spondent for the American Banker, 
and publisher of Washington Bank 
Trends. Mr. Wilcox’s speech will be on 
“Banking’s Washington Relations.” 

A third address on the National 
Bank Division program will be given 
by Mr. Champion of The Chase Na- 


tional, who has chosen for his sub- 
ject, “The Credit Outlook—Responsi- 
bilities and Opportunities.” 

Trust Division. Meeting also on 
Monday afternoon, the delegates to 
this division’s annual meeting will be 
greeted by brief remarks from Walter 
E. Beyer, chairman of the trust com- 
mittee, New Jersey Bankers Associa- 
tion and vice-president and trust 
officer, The Boardwalk National Bank 
of Atlantic City, New Jersey. 

The first principal address at the 
trust division meeting will be made 
by N. Baxter Maddox, division presi- 
dent, who will deliver his annual ad- 
dress. Mr. Maddox is vice-president 
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ECONOMICALLY 


SIMPLIFIES 
INTERNAL OPERATIONS 


TUBE FILE 


EXCLUSIVE NAME 





IMPRINTS REGULAR 
PERSONAL CHECKS TOO 


VhuftiCheck imprinting giver banks mang advantages 


ThriftiCheck provides the imprinting equipment best 
adapted to a client Bank’s volume. Our newest auto- 
matic “push button” imprinter is supplied where vol- 





Pree Imprinter RE 


Send for our free imprinter kit 
containing sample name tube, de- 
scriptions of the name tube filing 
system and the imprinter center- 
ing and locking device — plus the 
reasons why ThriftiCheck’s on- 
the-premises imprinting for 
ThriftiCheck and Regular Check- 
ing accounts is so economical. 
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ume is heavy. In addition, ThriftiCheck also provides 
complete operating supplies and business-building ad- 
vertising materials — at no cost to client Banks. 

Only ThriftiCheck has the exclusive name tube with 
automatic centering and locking device. Simplest yet 
speediest method of imprinting customers’ names on 
personal checks for both ThriftiCheck and regular 
checking accounts. 


Theikes Cheat 


‘ Service Corporation 


’ Successor to Bankers Development Corporation 
100 Park Avenue, New York 17, N. Y. 
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and trust officer of The First National 
Bank of Atlanta, Georgia. 

Mr. Maddox’s speech will be fol- 
lowed by an address from Benjamin 
Strong of United States Trust Com- 
pany, on the timely subject of ‘“‘Com- 
mon Stocks—The Big Change.” 

The New Jersey Bankers Associa- 
tion’s organization for the convention 
is composed of seven committees. 
These are: 

Cooperating Committee. Frank A. 
Weber is chairman. The vice-chairman 
is John P. Poe, president, First Na- 
tional Bank, Princeton, New Jersey. 
Other members of the cooperating 
committee are: Paul Bestor, president, 
The Trust Company of New Jersey, 
Jersey City; Horace K. Corbin, presi- 
dent, Fidelity Union Trust Company, 
Newark; Robert G. Cowan, president, 
National Newark & Essex Banking 
Company; H. Douglas Davis, presi- 
dent, The Plainfield Trust Company; 
Harvey Emery, president, The First 
Mechanics National Bank of Trenton; 
William J. Field, president, Com- 
mercial Trust Company of New Jer- 
sey, Jersey City; Robert J. Kiesling, 
president, Camden Trust Company; 
Elwood F. Kirkman, president, Board- 
walk National Bank, Atlantic City; 
Henry Knepper, president, First Cam- 
den National Bank and Trust Com- 
pany; William L. Maude, president, 
Howard Savings Institution, Newark; 
Clarence G. Meeks, president, Hudson 
Trust Company, Union City; William 
K. Mendenhall, secretary, New Jersey 
Bankers Association, Newark; F. Ray- 
mond Peterson, chairman, First Na- 
tional Bank and Trust Company, 
Paterson; Mary G. Roebling, chair- 
man and president, Trenton Trust 
Company; Frank W. Sutton, Jr., 
president and trust officer, The First 
National Bank of Toms River; and 
Carl K. Withers, president, Lincoln 
National Bank, Newark. 

Hotel Committee: Walter E. Beyer, 
chairman. William C. Kline, Jr., ex- 
ecutive vice-president and secretary, 
Guarantee Bank and Trust Company, 
Atlantic City, vice-chairman. 

Information Committee: Edward H. 
Roden, vice-president, Passaic-Clifton 
National Bank & Trust Company, 
Passaic, New Jersey, chairman. 

Meeting Places Committee: Bruce 
P. Dimon, president, The National 
Bank of Ocean City, New Jersey, 
chairman. 

Reception Committee: Francis R. 
Steyert, president, South Orange 
Trust Company, South Orange, New 
Jersey, chairman. 

Registration Committee: Charles A. 
Eaton, Jr., vice-president, Fidelity 
Union Trust Company, Newark, New 
Jersey, chairman. 

Ladies Committee: Mrs. F. Ray- 
mond Peterson, chairman. 
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To plan business stationery that will be 
PREFERRED, ask your printer for a free 
copy of the “Neenah Guide to Preferred 
Letterheads.” This exceptional book is based 
on a four-year survey by the Neenah Paper 
Company. 
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“What makes you believe a letter 
is important...even before you read it?” 


You open an envelope, glance at the letter and let it drop 
into the waste basket. Why? You open a second envelope, 
glance at the letter and lean back to read. Why? 


It couldn’t be the words as you did not have time to read 
. a favorable 
impression from the excellent design of the letterhead and 
the feel and appearance of the paper. 


them. The truth is, you got an impression . . 


Yes, fine rag paper does have a positive psychological effect. 
In your own life you have your baptismal record, diplomas 
from school, awards you have won, war bonds, the title to 
your home and so on. 


Today, when you handle a firm, crisp sheet of rag paper you 
unconsciously feel that this piece of paper is important too, 
and you stop and examine it. 


The next time you need letterheads, 
remember the impression value of good 
paper. Ask your printer for samples of 
fine rag paper by Neenah. 
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NEENAH PAPER COMPANY, Neenah, Wisconsin 
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. _/ BANK SERVICES 
of 


THE BANK OF VIRGINIA 


One Account gives you a correspondent in six principal cities 
ROANOKE #« NEWPORT NEWS ¢ PORTSMOUTH e¢ NORFOLK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
Member Federal Reserve System @ Member Federal Deposit Insurance Corporation 
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For Unique 
low Cost Promotions 
Use 


HAWAIIAN GODDESS ORCHIDS 


|| Low Prices * Excellent Service 
Top Quality Orchids 
WRITE TODAY FOR PRICE LIST 


ORCHIDS INTERNATIONAL 
Dept. B 734 15th St., N.W 
Washington, D. C. Executive 3-1198 
Our 4th Year In Business 


















“PHONE CONVERSATIONS 
OVERHEARD" 
“OFFICE QUIET—HOW IT 

BENEFITS 


WITH SORTKWIK 
The modern, speedier way 


to HANDLE PAPERS 


Realize more from your business ma- 
chine investment! Speed up your opera- 
tors’ paper handling with this new 
pleasant finger-tip preparation. When 
applied between fingers and thumb, 
Sortkwik creates a greaseless, stainless, 
tacky film permitting handling more 
papers in less stime. Girls appreciate 
Sortkwik’s clean, dainty convenience. 
Easy to apply — washes off quickly. 
Now widely used in a variety of busi- 
nesses throughout the country, Sort- 
kwik is setting a new standard for effici- 
ent, speedy paper handling. 

Order a supply from your stationer today! 
Or send ONE DOLLAR ($1.00) for two reg- 
ular size containers of SORTKWIK to try out. 


LEE PRODUCTS CO. 
2738 Lyndale Ave. S., Minneapolis 8, Minn. 


YOu" 
“BETTER PHONE HEARING" 


These brochures free on request 
Based on 32 years experience 
Hush-A-Phone Corp. 


65 Madison Ave., Suite 777, N.Y.C. 


e 
REALTY INVESTMENTS 
565 FIFTH AVENUE + NEW YORK 17, N. Y. 
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WHY PASS UP EXTRA COMMISSIONS? 
Leading passbook manufacturer now has 
open for aggressive 
men calling on banks to sell all types of 


several territories 


passbooks and pocket check covers. Com- 
mission basis 


WILLIAM EXLINE INC. 
ONTARIO BLDG. « CLEVELAND 13, OHIO 
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TITLE 1 OR 
UNINSURED LOANS 


CONTINUED FROM PAGE 41 


000; in 1951, it was $706,963,000; in 
1952, it was $848,327,000; and last 
year it had spiralled to a high total of 
$1,334,287,000. 

Of the 1953 total, more than 83 per 
cent was advanced by commercial and 
savings banks, another nine per cent 
by savings and loan associations, and 
the remainder by other lenders operat- 
ing in this field, including the finance 
companies. 

The reasons for the rapid expansion 
of the Title I program are numerous 
and reflect the changing character and 
purpose of the program from, first, a 
depression-antidote, then as a device 
to help get the postwar building boom 
started, and more recently, as a prop 
to the nation’s economy and an aid in 
the rehabilitation of declining urban 
areas. 

However, none of these reasons is 
nearly as important as the reluctance 
of lenders themselves to give a really 
critical examination to the entire sub- 
ject of unsecured property improve- 


| ment lending. Had this searching an- 


alysis come at the close of World War 
II, it is extremely doubtful that the 
growth of Title I would have been so 
great in recent years. 


ASIC in this analysis are two con- 
siderations: (1) Is it safe to make 
unsecured improvement loans at an 
institution’s own risk? (2) Can these 
loans, if safe, be made in any im- 
portant volume? 

Back in 1947, when we at the first 
Federal of Chicago were first permit- 
ted to make unsecured improvement 
loans, we were not at all sure as to the 
answers to those questions. Looking 
about in the banking field, it was im- 
possible to find any institution making 
a substantial volume of these loans at 
its own risk. To bear the risk on these 
loans, it appeared, was to sail on large- 
ly uncharted waters. 

So we moved slowly and carefully. 
In the first few months of our venture 
into the unsecured property improve- 
ment loan field, we experimented gin- 
gerly with a few loans on our own 
plan and on our own risk. Gradually, 
as we became more certain of what 
we were trying to do, we began to is- 
sue more of what we like to call our 
“conventional” improvement loans. In 
using the term “conventional,” we 
mean loans which should be made, 
after proper examination of the credit 
of the borrower, and not because an 
agency of the federal government is 
willing to underwrite the losses. 


Burroughs Clearing House 


NOW, two can do their work 


on one Burroughs Sensimatic 


Wo-[eller 


window posting machine 


Two of your tellers can keep separate and 
distinct records safely, without confusion, on 
this new Burroughs Sensimatic accounting 
machine. What’s more, it can be applied to 
either a unit or dual plan window posting 
operation, where individual total accumula- 
tions are required for two tellers, or for 
regular and relief machine operators, with 
greater audit control. 


> Teller locks enforce identification of 
operator for every entry. 


Separate accumulating registers are 
under the control of each teller’s indi- 
vidual lock, preventing unauthorized 
or unintentional entries. 


Cash balancing totals are immediately 
available at any time for each teller. 


Auditor lock insures correct automatic 
dating of each entry. 


Audit lock is provided for the shield 
over all control keys. 


Then, too, you get all the advantages of the 

. . famous Sensimatic automatic operations, 
featurin _ including one-operation posting of journal, 
. Sn original passbook and ledger, proof of posting 
Takethareiere) accuracy, posting of ledger controls. 


So, get all the facts about this new Burroughs 
Sensimatic accounting machine—developed 
specifically for two-teller window posting. 
Call your nearest Burroughs branch, or write 
Burroughs Corporation, Detroit 32, Mich. 
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Wherever there’s business there’s Burroughs 
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Incidentally, there is little time and 
expense involved in this system of 
checking credit. A borrower is simply 
asked for the names of a few business 
organizations with which he has pre- 
viously established credit. These are 








NOW! 


Quickly, Easily, Effectively Destroy confi 
dential papers, records in your own office! 


NEW SHREDMASTER 10 


Bantam 


portable shredding machine designed especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
Capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about-size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
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A Division of Self Winding Clock Company, inc. 


201 Willoughby Avenue 
Brooklyn 5, N. Y. 
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Write for samples and prices. 


Cc. W. LAWRENCE Co. 


BANK SUPPLIES 


Saratoga Springs, N. Y. 












then checked. Normally, not more than 
half an hour is required. 

From this painstaking beginning 
seven years ago, the First Federal has 
been making more and more of its 
property improvements on its own 
plan until, currently, 85 per cent of 
all these loans are issued at our own 
risk. As of May 31, the first Federal 
had an outstanding property improve- 
ment loan balance of $11,046,243 di- 
vided as follows: First Federal Con- 
ventional Plan: $7,385,970; GI Plan: 
$277,049; FHA Title I: $3,383,223. 

There are, it seems to me, several 
things which have been demonstrated 
by the First Federal improvement 
loan program. 

FIRST, it has been conclusively 
shown that it is possible for a finan- 
cial institution to issue this type of 
credit safely and profitably at its own 
risk. 

SECOND, it has been proved that a 
financial institution can build a volume 
of unsecured loan business when do- 
ing the business at its own risk. Each 
year since the start of our “conven- 
tional” program in 1947, our unse- 
cured loan volume has increased. In 
1954, the dollar volume will exceed $7 
million which will be topped in the 
Chicago area by only two banks in the 
downtown Loop shopping district. In 
other words, our rate ($4.50 to $6 per 
$100 gross charge), our maturity (3 
to 5 years), our downpayment sched- 
ule (none required), all have proved 
competitive. 

THIRD, our experience has shown 
that the prudence sparked by making 
these loans at our own risk has given 
us a far better portfolio than would 
otherwise be the case. The loss ratio 
on improvement loans made at the 
First Federal’s own risk is .20 of one 
per cent, as compared to the national 
FHA Title I average of .98 per cent, 
which is to say that the Title I loss 
average is about five times as high 
as our own experience. 

Does the First Federal experience 
mean that there is no need or place for 
the Title I program? Not at all. What 


| it does mean, however, is that the vast 
| majority of unsecured improvement 


loans can be made by financial insti- 
tutions at their own risk, and that only 
a relatively small minority need the 
protection of the Title I program. 


T the First Federal, while we will 
continue to issue nearly all im- 


| provement loans at our own risk, we 


plan some continued use of the Title I 
plan. In part, this will be because of 
the preference of some dealers and bor- 
rowers. Basically, except in these few 
special situations or for use in blight- 
ed areas, we can see little need for 
financial institutions to use Title I. If 
loans are good loans, they should be 
made at an institution’s own risk; if 





they are bad, they shouldn’t be made. 

To sketch it broadly, our policy is 
this: When we are dealing with good 
risks in good areas, we will do careful 
credit work and we will make the loans 
at our own risk and on our own plan. 
Conversely, when customers and deal- 
ers want the F.H.A. plan, or it is in- 
dicated for some special purpose, we 
will of course cooperate with and use 
the Title I program because it is 
needed and desirable. — 








Non-Insured 
Property Improvement 


Loans. 


cay 


INSTALMENT CREDIT COMMISSION 
AMERICAN BANKERS ASSOCIATION 
12 EAST 36 STREET, NEW YORK 16, N. ¥. 





Booklet expressing A.B.A. viewpoint 


It favors uninsured loans 


It is hard to see anything but good 
in the provision of the Housing Act 
of 1954 which provides for 90 per cent 
insurance coverage on Title I loans. 
First, the reduction will cause all in- 
stitutions participating in the pro- 
gram to review their dealers and bor- 
rowers much more carefully and 
prudently. Second, by eliminating the 
“blind” lending, it will help to make 
lenders out of the men who loan the 
money. Third, it will give some insti- 
tutions an incentive to experiment 
with this type of credit at their own 
risk. 

Each of these results, 
would be salutary. 

It would seem that the long-term 
future of the Title I program—bigger 
or smaller—depends to a marked de- 
gree upon the basic political philoso- 
phy of American financial institutions. 
If these institutions really want less 
government in business, they have the 
opportunity of securing this desire by 
cutting down on the use of the Title I 
program. The success of the First 
Federal’s “conventional” improvement 
loan program has demonstrated the 
practicality of this decision, and it 
may be hoped that this success will 
encourage other institutions along a 
similar route. 


I submit, 
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As developed by Walter E. Heller & Company with banks across the 


country, has the ability to serve both the banker and customer 


simultaneously by offering 


TO THE BANK 


An arrangement whereby the 
bank can maintain a percentage 
of its client’s loan or designate 
a top limit for themselves—or 
both. At times become a secured 
creditor—receive benefit of cross- 
collateral—all with no additional 


overhead costs to cut its margins. 


TO THE CLIENT 


The use of additional funds on 
a continuing basis so that he 
can make projections and carry 
through commitments to both 
suppliers and customers, put 
himself in a more competitive 
position— become stronger, 
more profitable, more valuable 


to customer and creditor alike. 


Today when every dollar must work overtime, all of us are thinking 


of ways in which we can improve our services. We invite bank officers 


fixed with the responsibility of maintaining loan portfolios to inquire 


whether our services might be of assistance to them. 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 


Established 1/919 


15th FLOOR: 105 W. ADAMS ST., CHICAGO 90, ILLINOIS 


13th FLOOR: 10 E. 40th STREET, NEW YORK, NEW YORK 





THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 


$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 

INSTALLMENT FINANCING 
REDISCOUNTING 

MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 
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Now-—after years of research 


A MULTI-BENEFIT PLAN FOR EMPLOYEES 
OF FINANCIAL INSTITUTIONS... 
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Sponsored Jointly by 


THE PHILADELPHIA NATIONAL BANK 


and 


THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 


A’ Compiete employee benefit program providing 
lifetime retirement pensions, death and disability 
benefits, and widows’ pensions. 


The Philabank Plan offers broader benefits, is more 
flexible and less expensive. 


No large initial outlay for past service. 
A deposit relationship with The Philadelphia 


National Bank is not a requirement for participation. 
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THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PENNSYLVANIA 


7. 


For information write to 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





